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FROM SMALL UNATTENDED BULK PLANTS _ 


BY INSTALLING 
RODIE 
ETERS 





lo keep a continuously accurate record of stock with- 
drawals, regardless of how large or small a bulk plant 


may be, requires Brodic Meters and a simplified system 





that automatically “checks-out” gallonages from one 


delivery to the next. This method insures bulk inventory 








control where gvthorized customers, in the absence of an 








attendant, are permitted to serve themselves. In addition, 
it gives you the benefit of an impartial auditor “on-the- 
job” at all umes, thereby climinating costly, unaccount- 
able shortages and losses. Investigate fully, today... 


Write for Bulletin 201. 





RALPH N. BRODIE CO., INC. x 953 61st STREET, OAKLAND 8, CALIFORNIA 
Division Offices: CHRYSLER BLpc., NEW YORK CITY ¢ 59 E. VAN BuREN, CHICAGO °¢ 302 So. PEARL, DALLAS, TEXAS 
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Major Parker Devlin has returned from 
more than three years of overseas duty 


and has again been 
placed in charge of 
the activities of Mc- 
Donnell & Miller in 
the New England 
states. In forty-four 
months of service, - 
Major Devlin was 
frst in the Carib- 
bean defense area 
supervising anti-aircraft implacements to 
protect the canal zone. Later in the Pa- 
cific theatre he served in the Marshall Is- 
lands, then at Ulithi, and finally at Guam. 


Daniel J. Shanahan, Chief of OPA’s 
Industrial Materials and Fuels Section, 
and also Petroleum 
Price Representative 
at New York re- 
signed Jan. 24 to re- 
turn to private in- 











dustry as wholesale 
petroleum products 
sales manager for 
White Fuel Corp., 
Boston, Mass. Suc- 
ceeding Shanahan as Oil Price Repre- 
“9 at New York is A. C. Cornish, 
former Regional Fuel Rationing Officer 
and before that representative of the 
Standard Oil Co. of N. J. in China. 





M. W. Bowen has been appointed gen- 
ral sales manager of the National Ther- 
fnal Drive Co., Inc., 
St. Paul, Minn., 
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LOW FIRST COST, LOW OPERATING COST. 
Burns less than 1 gal. oil per hour at high fire. 


Underwriters’ approved to burn No. 3 oil. Carries 
Commercial Standards Label CS75-42. You'll 
need this burner. Small home owners will want it 
because it is most efficient, most economical, and 
has been proven in actual use. It was expressly 
designed for small homes and can be installed 
in warm air furnaces, or steam or hot water boilers. 
Valuable Franchises available. Wire or write 


for details today. 


THE MILLER COMPANY, Heating Products Division. 
MERIDEN, CONNECTICUT 


ILLUMINATING DIVISION, Fluorescent, Incandescent, 
Mercury Lighting Equipment: HEATING PRODUCTS 
DIVISION, Domestic Oil Burners, Liquid Fuel Devices: 
ROLLING MILL DIVISION, Phosphor Bronze and Brass 
in Sheets, Strips and Rolls: FOUNDRY DIVISION, Non- 
Ferrous Metal Castings. 


MILLER OIL BURNER 









Herbert B. Brown has returned to the 
Chicago branch of the Neptune Mete 
Co. from active duty as a Captain with 
the Twenty-Third Tank Destroyer 
Group. 


Walter S. Peper has been appointed 
New York representative of Davisbilt 
Products Co., Cinn. A professional engi 
neer, Mr. Peper served in executive 
pacities with Eastern Coach Service in 
New York, Bellanca Aircraft Corp., Gulf 
Oil Corp., Smith & Gregory, Packard 
Motor and Canadian American Truck 
Company. Recently he designed and 
managed transport for Army Ordnance. 


J. P. MclIlhenny, Sales Manager of 
General Electric’s Air Conditioning Di 
vision has announced the appointment of 
ten new district managers. These are: R 
S. Thurston with headquarters in Boston, 
N. E. district; L. T. Brockbank with head- 
quarters in N. Y., N. Y. district; C. 8. 
Morash with headquarters in Phil. At 
lantic division; G. B. Hightower with 
headquarters in Atlanta, Southeastern 
district; J. F. Murphy with headquarters 
in Cleveland, East Central District; J. F. 
Carland with headquarters in Dallas, 
Southwestern district; E. H. Howes with 
headquarters in San Francisco, Pacific 
district; and W. H. Stover with head; 
quarters in Portland, Northwestern dis 


trict. 


A. F. Rice has been appointed Pacific 
Coast Manager for Rheem Manufactur’ 
ing Co., heading ap- 
pliance sales. He re- 
cently returned to 
the company after 
serving as a Major in 
the U. S. Engineers. 
Prior to that, he was 
identified with the 
Appliance industry 
on the Coast for 
more than twenty-five years. H. W. Aw 
gell will be district manager for northem 
California and Nevada, and A. R. | ewel 
will be sales representative for southert 
California, Arizona and Utah. F. F. Lin 
will represent the division in the nort 


Pacific states. 
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WHITE-RODGERS 
Controls Insure COMFORT 
in your buildings 


Heating and air-conditioning mean just one thing to most 
users ... HEALTH and COMFORT. The degree of satis- 


faction they derive from your equipment is based primarily 


on its performance. Let the unusual accuracy and depend- 
ability of White-Rodgers automatic controls insure the 
HEALTH and COMFORT built into your equipment. 
Write today for catalog and installation data. 


WHITE-RODGERS ELECTRIC CO. 


ST. LOUIS 6, MISSOURI 
Controls for Refrigeration +° Healing 
Ar Conditioning 









































Editarial Leas - 


Indignation in building circles is run- 
ning hotter than somewhat over the pres- 
ent bills before Congress to put the Gov- 
ernment further into the construction 
business. It sounds like the solution to the 
housing problem to those who have no 
place to live to toss the problem in the lap 
of “The Government.” At least that is 
the way other pressing problems have 
been either solved or lost in the last dozen 
years, and the generation brought up to 
let Pappa Fix is willing to continue that 
way. , 

Unfortunately, problems as personal as 
finding a home for Mamma and the kids 
_ are not going to be solved in Washington. 
The place to look for a house or an apart- 
ment is nearer home. 

Present bills before Congress provide 
only for the Government to create prior- 
ities with which available building mater- 
ials may be seized to build quickly houses 
and dormitories. Legislation will not cut 
more timber, saw more lumber, or pro- 
duce more heating equipment. It provides 
only that the available supply may be de- 
pleted for government housing and make 
it harder! if not impossible, for private 
builders and prospective homeowners to 
get the supplies they need at any price. 

Reports of some of the fast attempts 
now being made to convert barracks and 
remodel abandoned hospitals into living 
quarters are not too encouraging. It seems 
inevitable that these areas are destined to 
become slum areas and a problem in the 
next few years. “Temporary” living quar- 
ters have a way of running down instead 
of being improved. 

In the meantime, builders are anxious 
to get materials for privately financed 
homes and apartments. It is probable that 
a paternalistic government will “‘fix,”— 


but good! 
7 


While on the subject of legislation, it 
seems the place to question the provisions 
of the Full Employment Bill which Presi- 
dent Truman has asked of Congress. This 


8 


bill asks that the President’s annual Budg- 
et Message estimate the level of employ- 
ment for the year ahead and recommend 
policy measures accordingly. 

For more than five years, all postwar 
planning has been geared to the expecta- 
tion of a postwar depression and a high 
level of unemployment. As late as last fall 
there were predictions of mass unemploy- 
ment from Washington. 

Today, in spite of strikes and other vol- 
untary unemployment, payrolls and in- 
dividual earnings are only slightly below 
the wartime peak, and are rising. Official 
employment predictions of only three 
months ago are wrong by at least three 
million jobs, and the pressure to find men 
who can and will work is increasing. 

When government estimates are un- 
able to predict the level-of unemployment 
three months ahead, and hit it within 
three million, there is little hope that the 
guess for a full year will be more accu- 
rate. To gear government optimism or 
pessimism over business to such guesses 
seems to be inviting official meddling that 
will make price control seem trivial. 


© 


The average homeowner pays more 
each year for fuel than for any other item 
in connection with his home, with the pos- 
sible exception of taxes. Yet, few own- 
ers, and almost no prospective owners, 
show any real understanding or interest 
in the equipment that can make such a 
difference in the size of the fuel bill and 
the comfort and utility of the house. As 
long as the house has a “furnace” it is 
supposed to be complete and livable. If 
there are visible radiators or grilles in the 
living quarters, few laymen ever know to 
what they are connected before he buys 
the house. 

Such casual treatment of our business 
by the public is understandable, though 
not desirable. Perhaps it is our own fault 
that the public brushes off our equipment 
with so little thought. Perhaps we have 
been negligent in telling people about the 
importance of good heating, but it is 
doubly hard to find that we get the same 
callous disregard from our brothers in the 
building business. 

The Committee on Opportunities for 
Veterans in the Construction Industry has 
just issued an excellent 50-page booklet 
explaining employment opportunities in 
construction from building a chicken 
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house to Boulder Dam. Eminent Univer | 
sities and most Engineering Societies (ex 
cept ASHVE) contributed to the volume, | 
and have contrived to paint a picture of! 
wide choice for gainful employment from 
engineers to tin-knockers’ helpers, but jt 
takes a careful reading of the book to find 
any reference to heating. 

Under ‘Mechanical 
which is kissed-off as being secondary to 
civil engineering, heating is mentioned ag 
one of the fields falling under that wide 
category. x 

“In the heating and ventilating fields 
for example,” the book explains, “me 
chanical engineers have to do with the 
problems of providing appropriately com 
trolled conditions of temperature and hy 
midity—.” 

In most of the United States heat is ev 
sential to proper working and living cow 
ditions for a considerable part of each 
year. No structure in which people are to 
be housed is complete without provision 
for artificial heat, yet it is taken so much 
for granted that it hardly rates a line of 
explanation in a catalog of opportunities 
in the construction industry. 
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The fueloil price rise of 3/10¢ that 
went into effect in the East January 24, 
added to the 2/10¢ rise of December 19 
brought a total rise of Y¢, and this latter 
amount was also given the Midwest and 
South on the same January date. 

Momentarily, this will have little ad- 
verse effect on oilheating users, for price 
increases are common these days. 

With wholesale gasoline prices de 
cidedly soft because refiners have made 
far too much of the product, and with 
fueloil now raised to its highest refinery 
price in years, heating oil is now the more 
profitable product. That’s one for the 
book. 

Industry economists have been able to 
show at any time in the past generation 
that fueloil was being subsidized by gaso 
line at about a cent a gallon. And while 
today’s high fuel price is temporary, the 
time is coming in the years of large fuelail 
growth when the price will be put up 
stay, perhaps a cent . . . giving it parity 
with gasoline in refinery profits. 


Oilheating men will not squawk . . -f 


if . . . refiners will then put into oilheating 
promotion some of the millions they now 
spend on gasoline promotion. 


Engineering,” 














ee Te Pe ELI I, Sc, eT REN TEE Tan aterm 




















OP ik 5 Hs 









ae 
SEI OS 


mel There are lots of things te do in 
““} “DOING ONE THING WELL”! 


A few days ago we read something enlightening about “this 
modern world.” It wasn’t one of those articles about atom split- 
ting; it was the preface to an automoble instruction book printed 
in the year 1906! It told the proud owner: “While your ‘Surrey 
Type’ Auto has attained test speeds of 30 miles per hour, the 
sane driver will not want to hazard the break-neck speeds now | 

latter possible in this modern world.” (The italics are ours.) 

st and Well . . . wasn’t 1906 modern? Long before 1906, and every Age 
year since, people have been talking rather arrogantly about “this —S 
le ad- modern world.” We talked it very excitedly at the end of World 
War I, and we are talking it still more excitedly now. But the : wh 
fact is that “this modern world” is only a state of mind—today’s 
mind. 
Too often manufacturers become smug and complacent about 
their so-called “modern” products. Those who avoid this state 
of mind—who realize that “modern” is merely the designation 
of the point reached today—are always easy to identify. They 
are simply the fellows who keep on improving things! 
We have tried to avoid the “arrived” state of mind. “Doing 
One Thing Well” hasn’t simply meant making good equipment 
and letting it go at that. That is why our record is studded with ‘ 
developments like -the first Quick-Hook-Up, the first cool feed 
valve, the first packless feed valve, the first stainless steel valves, ’ 
and so on down the ever-lengthening list. 
And we’re still at it, and we'll always be at it, as evidenced by ay 
the boiler water feeders and low water cut-offs illustrated here. 
Just now, the big problem is to make them fast enough, but this 
is only a passing condition. 


McDONNELL & MILLER, Inc., 1310 Wrigley Bldg., Chicago 11, IIL. 








Sslshs duis Sadbhzey Shea eipadabteeds daeettae ete oe ee 
T 





YS pen rename serene os ag yet iy 


as Pg 





AR A TS PNT AT A cp 


ey 








FACTORY SHIPMENTS ,in Thousands of 
Domestic Oilburners & Units 
Domestic Stokers — — —— 
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Shipments of Oilburners and Units 


Adjusted to include manufacturers other than the 124 reporting to 
Census Bureau, FuELom & Om Heat's estimates of shipments are: 





NOVEMBER: ELEVEN MONTHS 
Percent Percent 
1945 1944 Change 1945 1944 Change 
Conversion 20,604 4,092 + 405.0 101,633 32,282 +214.5 
Boiler units 938 871 = geen a? 7,091 5,674 + 24.8 
Furnace units 1,784 959 + 85.8 13,222 5,067 +161.3 
All domestic 23,326 oe Pa +294.0 121,946 43,023 + 183.0 
Commercial 1,796 2,660 — 32.5 31,143 29,322 be Gick 
‘Total- 25.122 8,582 +192.8 153,089 72,345 oa ley | 
100 100 
90}-{{ STOCKS OF DOMESTIC OILBURNERS AND UNITS 90 
(in Thousands) End of Month Shown 
80 Factory Stocks ——— 80 


Dealer Stocks ---—— 
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December Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
Top price* Low price Top price* Low price Top price* Low price 
Highest $398 Briss $675 S. $500 $... 
Lowest 220 : 425 425 
Dec. Aver. 276 530 482 ae 
Nov. Aver. 276 526 496 358 


*Top price key dealers for conversion burners are those whose minimum 
retail prices are $200 or more, for boiler-burner and furnace-burner 
units (exclusive of ductwork) those whose minimums are $400 or over. 


Price Index: Conversion Burners: January 1940 is 100% 


WHOLESALE RETAIL 
December 123.6 Six monthsago 112.2 December 119.9 Six monthsago 114.1 
November 119.0 Yearago 114.8 November 117.6 Yearago 113.0 
300 300 
275 INDEX OF BURNER PERMITS in 43 Cities —— th 
a (Average of 1936-7-8= 100) wid 
INDEX OF New HOME PERMITS in 35Cities--—- ss 
175 (Average of 1936-7-8 = 100) 5 
Both indexes adjusted for seasonal variation ve 
150 150 
125 125 
100 100 
75 75 
50 - 50 
44.8 
25 Se 25 


19.0 


0 0 
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Oilheating Tends 


ESTIMATED INSTALLATIONS OF domestic 
oilburners and units in December were 
23,549, a slight drop from November's 
25,356. For the first time since V-J Day, 
December installations were more than 
the sales made in the month, and dealers 
started cutting into their large backlogs, 
Sales were 20,977, compared with No 
vember sales of 51,500. Dealers on the 
whole are discouraging new orders until 
they can fill more of those they now have, 

Actual installations of domestic bur 
ers and units for the full year 1945 were 
145,596. The total of the twelve monthly 
estimates that have appeared in this sec 
tion is approximately 160,000, or ten per 


. cent more than the final figure arrived at 


by the much larger annual survey mate 
in December. This ten per cent margin 
of error is somewhat greater than occurs 
in most years, and is due to the unusual 
nature of sales figures during the year. In 
former times sales and installations have 
been considered as about the same in any 
month. It was not until September that 
the editors recognized the necessity for 
separating sales and installations because 
orders were greatly exceeding actual de- 
liveries. Thus the 15,000 excess in the 
total monthly reports over the actual an- 
nual figure can be recognized as sales 
made before September that were not ac’ 
tually installed until fall, when burners 
became available in better volume. 
BURNER STOCKS: In dealer hands on 
December 31 were aproximately 4,625 
domestic burners and units, a new low 
point, indicating that installations occuf 
within three or four days after burners 
arrive from the factories. Factory stocks 
on Nov. 30, the latest available informe 
tion, were 3,889, also a new low poitt. 
GETTING BURNERS: Based on reports 
from key dealers, unshipped factory 
ders on December 31 for domestic cow 
version burners and units were approxi’ 
mately 248,390. This compares with offr 
cial reports from factories two months 
earlier, October 31, that they had ur 
shipped orders of 162,546. Thus, in the 
two intervening months, dealers have 
piled up their orders considerably higher, 
largely with the feeling that they weft 
only going to get in the near future 4 
small fractional share of orders placed, 80 
may as well order plenty. One fairly large 
manufacturer has reported that his entire 
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1946 output is completely booked by his 
dealers. Assuming that the forecast of 
420,000 installations in 1946 is some- 
where near right, 59% of these are now 
on order. Some factories have encouraged 
their dealers to make strong commitments 
now, so they can adapt their production 
potentials to dealer thinking. 

Asked when their factories have prom- 
ised to be in full production, so dealers 
can get all they need, 36% of those re- 
porting this month mention various dates 
in the spring, from March to June, aver- 
aging about the end of April. Four per 
cent mention a date in the fall, and nine 
per cent mention the early months of 
1947. The other half of dealers reporting 
have no promises of this nature. 

SERVICE INCOME: The average service 
income in December of all reporting deal- 
ers was $2,956, against $2,420 for the 
identical dealers in 1944, a rise of 22.1%. 
It can be assumed that by now replace- 
ment burner sales have been removed 
from service departments and switched to 
sales department credits, so that the de- 
partment income is for actual service on 
existing burners. 


FACTORY COOPERATION : Before the war 
olburner manufacturers gave their deal- 
es a lot of cooperation in helping select 
ind train sales forces, in service schools 
and in various forms of management as- 
sistance and advice. Naturally, with pro- 
duction problems so acute and with a 
dozen dealers palpitating for every burn- 
er that comes off the line, this factory co- 
operation is far short of prewar . . . but 
there are degrees. A few manufacturers 
are starting now vigorously to strengthen 
individual dealers against the day when 
competition will again be active, perhaps 
in the spring of 1947. Of all dealers re- 
porting this month, 62%, or five out of 
eight, say they are getting much less help 
than before the war. The next 19% gets 
slightly less help; 14% get about the same 
assistance from their factories as in 1941; 
the remaining 5% is getting more help. 
Summarized, one dealer in five now has 
equal or better factory cooperation than 
before the war. 

One form of factory assistance that 
makes a better showing is cooperative ad- 
vertising, with 38% of the dealers report- 
ing that they get this help now, if they 
want to use it. The most frequently men- 
tioned rate is $5 a burner or unit, not as 
a tule deducted from the invoice, but paid 





Oilburner* and Building Permits 


OILBURNERS DWELLINGS——————_ 
November 11 MONTHS November 11 MONTHS 
1945 1944 1945 1944 1945 1944 1945 1944 
s ea “er <b Baltimore, Maryland 104 53 561 173 
ry ee a4 se Binghamton, New York 1 0 37 1 
a. - ae ne Bloomfield, N. J. 6 0 “iy v4 

246 84 he 238 Boston, Massachusetts oy, 7s 
59 9 430 123 Bridgeport, Conn. uy v3 we ea 
a ae ae ee Buffalo, New York 11 0 63 45 
88 11 Pep 205 Detroit, Michigan 416 23 3341 2467 
28 7 171 32 Elizabeth, N. J. 0 0 53 0 
17 16 162 64 Freeport, New York ae a “3 aca 
ate 2 ae “i Greenwich, Conn. 27 0 52 2 
ee ia ne os Hackensack, N. J. 8 0 70 0 
52 5 655 82 Hartford, Conn. “sp at ay ee 
13 4 120 18 Irvington, N. J. 0 0 3 8 
a ie a ae Lynn, Massachusetts 1 0 8 1 
15 ant a ee Meriden, Conn. es om es =a 
59 2 304 45 Milwaukee, Wisc. 56 14 a 261 
48 20 729 226 Minneapolis, Minn. 71 65 728 183 
15 5 114 34 Montclair, N. J. ee ry “a as 
és es ue oe Morristown, N. J. 0 0 1 0 
24 22 268 124 Mt. Vernon, New York me an 3 ae 

37 24 373 171 New Bedford, Mass. oe 

15 5 206 43 New Haven, Conn. ts 
0 0 0 3 New Orleans, La. ss a a Ga 
24 6 207 25 New Rochelle, N. Y. 4 0 15 1 
325 53 ze 318 Manhattan, Bronx, Rchd =e ea 2 me 
46 7 ae 28 Norfolk, Virginia 10 2 69 15 
0 3 3 8 Oakland, Calif. BS “a a oe 
43 14 259 166 Omaha, Nebraska 16 14 292 381 
11 0 96 3 Orange, New Jersey 11 0 12 0 
17 és ‘a a . Passaic, New Jersey ‘aa = ad Fe 
17 11 251 67 Paterson, N. J. 2 1 5 4 
a ae ae pas Plainfield, N. J. 2 0 19 " 
34 6 267 40 Portland, Maine 0 0 5 4 
~~ ms a ee Portland, Oregon 136 11 596 445 
14 am “% v% Poughkeepsie, N. Y. ma Pat ua a 
34 6 200 Pe Providence, R. I. 0 0 20 1 
Ae ae a Fe Reading, Penna. 0 0 22 0 
9 0 99 0 Richmond, Virginia 39 5 598 203 
32 0 Se 0 Rochester, N. Y. by ata ‘ad not 
12 6 109 39 Rockville Center, N. Y. 37 0 41 0 
9 1 70 30 Salem, Massachusetts 0 0 4 0 
33 9 206 74 St. Louis, Missouri 16 0 47 0 
92 21 458 160 St. Paul, Minnesota 56 11 527 93 
29 1 ae 18 Schenectady, N. Y. ae Pe he ie 
sd ae Bye Seattle, Washington 121 60 1364 1212 
ie std ys Springfield, Mass. 5 1 182 16 
33 2 37 Stamford, Conn. ra ae eis ee 
14 0 8 Syracuse, New York 14 0 107 22 
ois ae Trenton, New Jersey 0 0 5 8 
ee ae ee os Utica, New York 1 0 9 31 
101 23 595 182 Washington, D. C. “s a s a 
3 ag Le é West Orange, N. J. 4 0 17 0 
= re ae “a White Plains, N. Y. a 0 6 0 
37 2 176 24 Wilmington, Delaware 24 0 34 10 
54 25 357 194 Worcester, Mass. ei -% = or 
28 3 = 95 Yonkers, New York ai ne ae oe 
1731 413 6885 1977 Totals 1199 260 8860 5333 

+248.1 Percent Change +361.1 + 60.6 


+3188: 


*Permits are not total sales in each market since none are reported from suburban areas, 
which normally account for 20% to 60% of total sales in each market; nor are they an accu- 
rate index where enforcement is lax. Rightly used, however, they are a useful working index. 


when proofs of the advertisements are 
submitted. A few report $2.50 a burner 
advertising help; some say it’s 50-50, 
within various limits, and for a few large 
city dealers the factories arrange their 
own local advertising and pay the full 
cost. 

Factory field men are not out in any- 
thing like the force they were before the 
war, with four-fifths of the dealers say- 
ing that there are few, if any, men from 
competitive factories trying to get their 
business; the other one-fifth report about 
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the same number coming around. 

NEW DEALERS: During the fall months 
quite a number of new retail outlets for 
both oilburners and fueloil made their 
appearance. They came in under aus- 
picious circumstances, not only because 
business looks good for a few years ahead, 
but also because there was little inclina- 
tion on the part of old dealers to be con- 
cerned about the new competition. The 
general attitude is that there is plenty of 
business, and also they know that about 

(Continued on page 110) 











LOOK 70 THE NEW O1L-FIRED 


Gaceoord TEMIPERED-AIRE 
for the Outstanding Sales Features 








The quick-acting FLASH HUMIDI- 
FIER is designed to supply adequate 
humidity under present day short 
firing cycle conditions. 


The FIRING ASSEMBLY is inte- 
grally built and provides air and oil 
properly intermingled and rotated 
for perfect combustion. 


The FIREBOX is tear-drop shaped 
to remove the peak from the high 
temperature zone. This, plus sturdy 
construction, gives long life. 


The ECONOMIZER uses the 
counterflow principle by passing 
the combustion gases through long, 
thin tubes between which the cold 
air must pass. 


The rubber mounted POWER 
UNIT supplies air under pressure 
to the burner windbox and also 
maintains a controlled oil pressure 
in the burner fuel nozzle. 


The silent AIR BLOWER is de- 
signed to deliver a generous quan- 
tity of air against the friction of the 
duct system, with the motor draw- 
ing a minimum of wattage. 


This advertisement describes postwar equip- 
ment which is not now available. It does not 
constitute an offer.to sell or deliver and no 
suggestion is made that orders be solicited. 
This notice will cease to apply when ceiling 
brices have been established by the OPA. 





GAR WOOD INDUSTRIES, INC. 


HEATING DIVISION e DETROIT 11, MICHIGAN 


Canadian Distributors: Engineering Industries, Ltd., 
282 Dupont St., Toronto, Ont. 


HOISTS and BODIES . . . WINCHES and CRANES . . . TANKS . . . ROAD MACHINERY. . . MOTOR BOATS 
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By 
W. A. Matheson 


Mr. Matheson is president of Oil-Heat 
Institute and heads the Oil-O-Matic Div. 
of Eureka-Williams Corp. This is a paper 
he delivered at the annual meeting of the 
Northwest Petroleum Association in 
Minneapolis January 24th. His paper was 
entitled “Sell or Go Bust,” a title sug- 
gested by Elwin Hadlick, president of the 
Association. Since the same title had been 
used in a previous talk with different con- 
text, the heading on this page is different, 
so readers will recognize that this is a new 
treatise on the theme of sales planning. 


M Y NAME IS JOHN SMITH. I have just 
returned from five years outside the 
United States. I left this country a hard- 
working, enthusiastic salesman. I left in 
the midst of a vigorous competitive situa- 
tion. I left when all of us salesmen were 
faced with the serious problem of dispos- 
ing of the goods that were being pro- 
duced. : 

Of course, what I have just said is a 
fantasy. I haven’t been out of the United 
States at all. I haven’t been gone from the 
American scene. I have been just as busy 
as the rest of the country—engaged in a 
severe wartime economy, but I might just 
as well have been out of the country be- 
cause now that I have turned my atten- 
tion from war to peace, I find that all 
about me is strange. I find that I am in 


. Jreed of a fresh viewpoint. I find myself 


almost with an outsider’s viewpoint. 

I might as well have just now landed 
on Ellis Island. The United States of 1946 
is quite different from the United States 
of 1939. Suppose for the moment that my 
opening remarks were true—that we have 
Just landed in the United States—the 
land of plenty. The land of automobiles, 
tadios, refrigerators, oilburners, _ tele- 
Phones, vacuum cleaners, washers, and 
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the other countless conveniences that have 
long made the average American the envy 
of the rest of the world. Having landed, 
let’s size up the state of the nation. And 
—from our outsider’s viewpoint—we are 
almost stunned to discover a scarcity of 
everything—everything except money. 
During the 51/2 year war period —1940 
to June, 1945, inclusive—the American 
people saved $194,700,000,000. Of this 
amount, $140 billion is in liquid form. 
This great pool of liquid assets comprises 
the inflation threat to this country. 
Continuing our research we find that 
income of individuals in the United 
States has more than tripled since the de- 
pression bottom of 1933. Per capita in- 
come payments to individuals reached a 
new peak of $1,117 in 1944, compared 
with $368 in 1933. In 1940 the average 
was $575. Average per capita income— 
counting the entire population—ranged 
from $202 in Mississippi to $896 in Dela- 
ware in 1940. By 1944 the range was 
$528 in Mississippi to $1,519 in New 
York. . 


High Income Payments 


In 1941, Americans received income 
payments of $92.7 billion. The estimate 
for 1945 is $158 billion—an increase of 
almost $66 billion. In 1941 personal taxes 
claimed $4 billion of the Nation’s in- 
dividual incomes—taxes in 1945 took 
better than five times that much or $20.5 
billion. Consumer expenditures of $74.6 
billion in 1941 rose but slightly more than 
one-third to $100.5 billion in °45. But net 
savings of individuals—$14.1 billion in 
1941—pyramided more than 2/2 times in 
1945, to reach $37 billion for the year. 

The subject of this talk today . . . “Sell 
—or Go Bust!” . . . was suggested to me 
rather than its being a product of my 
own mind. I think the man who orig- 
inated it showed just a touch of genius 
because certainly a great deal of foresight 
is evidenced when such a topic is sug- 


Plan Now to Sell 


Passionate Purchasers Are Clouding Our Thoughts 


gested inthe very midst of the greatest 
buying spree in American history. 

““Sell—or Go Bust!”’, sure, but a more 
appropriate and a more fitting theme 
might be “Plan—or Go Bust!”, because 
unless we plan we will not sell. And in 
order to plan I must know where we are 
now. I have just described where we are 
with respect to the billions of dollars com- 
prising the inflation threat to this coun- 
try. So with your permission, we'll dis- 
cuss the plans to make to sell . . . to ab 
sorb these dollars. 

Our first question then becomes: 
“What will Americans do with their bil- 
lions of dollars in savings?” This question 
should be a matter of conjecture and con- 
cern for any planner. However . . . as 
late as Sunday, December 23, Chicagoans 
read this headline: “Chance for average 
man to buy 1946 car is slim.” 

Let’s travel to downstate Illinois and 
look in on a farm sale. What do we see? 
Over 100 farmers putting their names in 
a drawing for two tractors at the ceiling 
price of $895. And three farmers draw- 
ing for a Caterpillar Diesel at its ceiling 
of $1,800. Can this really be the America 
we remember? The answer is “yes!” More 
than that it is the America we must know 
if we are to plan intelligently, aggressive- 
ly, confidently.’ 


On a Spending Spree 


Christmas 1945 added a bit of thought- 
provoking evidence to our study of the 
American scene. 

A Chicago newspaper summed it up 
this way: “A good share of the shopper’s 
money is going into luxury items, accord- 
ing to the salesfolk. While the realization 
of postwar dreams of electric washers, 
mixers, irons, toasters and broilers will be 
missing from under many a Christmas 
tree, luxurious lounging robes, jewelry, 
fur coats and perfume are providing an 
answer to those who want to spend. 

““Servicemen and ex-soldiers, many re- 
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turned. after months in isolated places 
where their money bought them compara- 
tively little, seem to be among the biggest 
spenders.” 

“They'll (all Christmas buyers) grab 
anything—without even a glance at the 
price tag,” said a clerk with 15 years of 
experience in a Loop store. 

A cosmetics clerk observed: “Civilians 
are likely to complain about taxes, but 
not G.I.’s. They want heavy, sophisticated 
scents and don’t care about prices.” 

‘Hardest member of the family to shop 
for is the male. There are practically no 
white shirts, wool socks, underwear or 
sports jackets to be had. Buyers are grab- 
bing loud ties selling for $10 and $15.” 

In the Christmas scene just mentioned 
the words “spend” and “spenders” ap- 
peared—and not by accident. Those 
words provide the perfect cue to intro- 
duce a character whom I have done my 
level best to make infamous—the “pas- 
sionate purchaser.” 


Beware Passionate Purchaser 


The first warning against this menace 
to a dynamic sales plan was sounded in 
the July 1945 issue of my newsletter to 
Oil-O-Matic dealers. It went like this: 

“Beware the ‘passionate purchaser!” 
Watch for the man who really doesn’t 
buy. He won’t be sold! He merely spends! 
He’s a by-product of the present abnor- 
mal situation when almost anything 
moves off the retailer’s shelf or out of the 
dealer’s show room. He’s on fire to turn 
his money into goods. He is a menace only 
if permitted to induce flabby selling.” 

My August newsletter carried this fol- 
low-up: “A second warning: beware the 
‘passionate purchaser!’ Nationwide, the 
industry estimates that there are about 
half a million of these senseless spenders 
—without sense of trademark signifi- 
cance, without sense of quality charac- 
teristics. Behind the ‘passionate pur- 
chaser’ and his ilk is a driving, senseless 
urge to spend. Don’t let the ‘passionate 
purchaser’ beguile your selling sense. 
Don’t be deluded during this giddy honey- 
moon. Some day—earlier than most of us 
think—selling will take muscles!” 

Now .. . about those huge stacks of un- 
filled orders. I’ve been in sales work too 
long not to get a certain satisfaction or 
thrill out of any kind of orders. But I’m 
taking them with a grain of salt. Know 
why? 
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Personally, I know a man who has 
placed his order for an oilburner with five 


‘different dealers. That man doesn’t in- 


tend to buy five oilburners. One of those 
good old American privileges is that of 
canceling an order. The gentleman in 
question will cancel four. 

Much as Id like to feel that I have dis- 
covered the only man in America who 
has ordered five times what he intends to 
buy, something tells me there are others 
—countless others. Discount those orders 
on your books, Mr. Planner. What you 
are feasting your eyes on may turn out 
to be a mirage. Full speed ahead with 
your plans—selling plans. Because, you 
see, the “passionate purchaser” is not only 
passionate . . . he is promiscuous as well. 

And that—gentlemen—sets the day 
for which you plan. That day when the 
organized excitement will originate on the 
seller’s side of the counter. 

We are all agreed, certainly, that it is 
difficult, sometimes disheartening, to even 
think of planning when the mere words 
“available now!” are the most potent in 
sales history. But now—right now—is the 
time to plan. You hold your fire drill be- 
fore the fire. You take your life boat sta- 
tions before the ship starts to sink. You 
arm for defense before a war. And you 
plan for the selling era before it arrives. 
In fact, if our method of coping with a 
situation is not figured out before the 
situation materializes, the method cannot 
be called a plan. If we wait until a situa- 
tion arises to think and to act we do not 
plan—we only improvise. And every man 
of us here today knows that there is too 
much at stake to risk improvising. The 
crying need is for a plan. 


Criticize Your Plans 


Let’s be critical of those plans we draw 
up. Certainly, our own individual or- 
ganization is important. But—from the 
overall standpoint, the American stand- 
point, if you will—our first thinking must 
be of the manner in which selling can help 
prevent inflation. What do selling and 
planning do? Simply this. The more ac- 
tive the selling, the more effective the sell- 
ing plan, the more opportunities the 
would-be purchaser has to buy. And— 
the more opportunities the would-be pur- 
chaser has to buy, the oftener he gets his 
money’s worth in goods. In the final 
analysis, that is what a successful anti- 
inflation campaign accomplishes. It gives 
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the buyer his money’s worth! Not for dol. Poy 
lars that are so anemic that they mug pw 
literally be shoveled onto the counter.fpefor 
Not in dollars so swollen in value thathrme: 
they get out of reach of the public. Butfor v 
in the honest dollars that will spreadthe ni 
American better living to the greates{73 p 
possible percentage of our citizens. That’snove 
part of the responsibility of that plan)Michi 
you're racking your brain to perfect. We kent. 
can’t shirk or escape that responsibility, porte 
Only a weakling would care to! in. n¢ 
he w 
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Our plans should reflect what we know]tver, ¢ 
—not what we think we know—but what}dfc th 
we actually know in the way of factual The 
information. Remember, now, we haveffere. 
just landed in the United States. To say kometl 
that we are somewhat dazzled by some of necess 
the things we have seen is putting it mild: ur y 
ly. But what we have seen has only gmind, 
strengthened our determination to fashionf—emr 
a plan. 
Now we're in for another surprise— 1939, 
somewhat jolting one, I'd like to add.finanin 
During our 41/2 years out of the countty; 
some of our favorite statistics seem to havepple, Fr 
lived a short but merry life. ? 
Take the official U. S. Census, for i” 
stance. Normally, its findings would sur’ 
vive the prescribed ten years without getfany gi 
ting too much out of focus. But not the 
1940 Census—the one taken just the yeat 
before our imaginary trip out of the my 
States. By 1942 the picture presented by Puild 
the 1940 Census had changed—andfAnd ¢ 
changed radically. rhe ma 
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for dol-{ Population shifted! Entire cities sprang 
y mustup where often a hamlet had not existed 
-ounter. efore. Eleven million men went into the 
ue thathrmed forces. Manpower was mobilized 
lic. Butfor war. Connecticut, for instance, led 

spreadthe nation in manpower mobilization with 
oreatest{73 percent of its 1940 working force 
. That’smoved into military service and war work. 
at plan)Michigan was a close second with 71 per- 
-ct. Wekent. The Bureau of Labor Statistics re- 
sibility, ported an estimated rise of 29.5 percent 
in non-agricultural employment during 
the war. 





Huge Worker Shift 





















What is the aftermath of America’s 
wartime mobilization? A report by Dun 

Bradstreet, Inc., discloses that one-sixth 
of the nation—about 20,753,978 persons 
bf working age will have to be placed in 
peacetime industry. 

Imagine two great cities like Chicago 
ind New York moving bodily out of the 
United States. Seems fantastic, doesn’t 
it? Yet, their equivalent, in population, 
went into our armed forces. Approxi- 
mately 5,250,00 of the 11 million Ameri- 
cans who served in World War II have 
ben discharged from service since last 
May. The army has sent home about 4,- 
250,000 men since V-E Day and, during 
Bitte week of December 10, the navy dis- 
Picharged the one millionth sailor since the 
hpanese surrendered in August. There 
ae still 900,000 Yanks in Europe, how- 
ve know}ever, and more than 1 million in the Pa- 
ut what[tific theater. 

factual] There’s one point I'd like to make right 
ve havewiere. All of this evidence adds up to 

To saypfomething much more significant than the 
some offMecessity of up-to-the-minute statistics. 
‘it mild Yur plans must be keyed to the mass 
as only@mind. In fact, let’s put more—much more 
fashionf—emphasis on the mass mind in reaching 
ur markets. You know, many of us in 
prise—a!939, thought of markets in terms of 
to add.finanimate houses, lifeless dollars, inert 
ountty,Pppliances. Our plans must reach the peo- 
to havefple. For what it’s worth, I'd like to offer 
y conception of a market. 
for in} A market is the favorable response of 
uld surfthe mass mind to your product story, in 
out get/ny given area. 

not the Let’s aim for the mass mind, gentle- 
the yeatmen. We can’t afford to sell one at a time 
of the ‘ny more than industry can afford to 
nted byfouild one at a time. That’s why you plan. 


.d—andjAnd that is why your plan is aimed at 
the mass mind. 
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Know your competition. There is a 
sizable order. In those happy days of 
1939, we knew pretty well who our com- 
petitors were and what they were doing. 
But that was in 1939! A recent survey of 
more than 13,000 manufacturers by Dun 
& Bradstreet showed that 1/3—37%— 
plan to manufacture new products as soon 
as materials are available, 29% plan to 
sell to new classes of customers, 46% will 
expand sales territories and the sales force, 
and 22'% will use new methods or chan- 
nels of distribution. 

America today is certainly no paradise 
for planners. Obviously, we must keep our 
sights trained far beyond our environ- 
ment. And that, too, is a mighty tough as- 
signment because our immediate sur- 
roundings play an important part in 
shaping our thinking and judgment. 
Psychologists have proved that heredity 
is of minor importance in forming the 
human character. Environment is all-im- 
portant. 

So... here we are—a group of manu- 
facturers, or sales executives—sales man- 
agers, if you prefer—confronted with the 
responsibility of planning for the future 
in a present in which everything is the 
exact opposite of the anticipated situation 
in which our plans will become effective. 

We are operating today under an 
economy of scarcity—a scarcity built up 
through 41/7 years of limited production. 
We are operating at a time when the pur- 
chaser is bidding—and bidding high—for 
what we have to sell. We are operating at 
a time when selling is at its lowest pre- 
mium. In the face of all of these, we are 
planning for a time when selling will be- 
come the toughest, hardest assignment 
that can be given toa man. 


Why Will Selling Be Hard 


Perhaps you wonder at that last state- 
ment. How do we know selling is going 
to be hard in the future? That is a mat- 
ter of logic. During these 4/2 years in 
which we have produced nothing we have 
sold nothing. What is the result? The sell- 
ing muscles of every salesman in America 
are soft and flabby and weak from disuse. 
During these same 4!/2 years, American 
industry has learned to produce at a 
faster rate—in greater volume—than ever 
even thought of before. So . . . here we 
find ourselves geared to a production 
greater than any ever known with less 
selling than ever known in modern times. 


The biggest job ahead is right now— 
this very minute. That job is to get our 
thinking geared to the time and the cir- 
cumstances with which we shall be sur- 
rounded when the plans we shape now 
will become fully effective. 


Production Men Blamed 


Today. we are looking at the greatest 
pile of. unfilled orders we have ever 


‘known. Today, sales departments are 


spending 10% of their time in unwilling 
selling and the other 90% in belaboring 
the production departments for not catch- 
ing up. You all know how it’s done. The 
questions are so pointed they should be in- 
jected rather than spoken. Questions like: 
“Where are all of those vaunted produc- 
tion abilities created during the war? If 
you, in the production department, are 
so good why can’t you supply the ma- 
terials for which we're begging? What 
evidence can you submit that salesmen 
have forgotten to sell when orders are 
piled so high you production men aren't 
even making a dent in them? Why,” the 
sales department goes on, “The automo- 
bile industry planned to build half a mil- 
lion motor cars by the end of 1945. They 
wound up with probably less than 15% 
of that number—about 75,000.” 

Nylons were expected on the shelves 
before Christmas. Those of us who had 
hoped to atone for our 1945 errors, 
didn’t do so with nylons. 

Of course, there is an answer to all of 
this. Our production departments are just 
as good, just as efficient, as they were dur- 
ing the peak of wartime activity. Every 
thinking man realizes that set-backs 
through material shortages, strikes, and 
other factors are currently running the re- 
conversion time-table two to three months 
behind estimates made before war’s end. 

For what little consolation we can 
squeeze out of the thought, all of us share 
these delays. The fact that we are not 
making deliveries is bad enough in itself. 
But add that to the effect of not manu- 
facturing and you really have an unfor- 
tunate situation, contributing further to 
the deflection of our sales thinking. 

If all of us here today agree on but one 
conclusion, our discussion will have been 
more than worthwhile. That conclusion 
is: Markets today are fluid. And a fluid 
market doesn’t always wind up in the bot- 
tle with your label on it. 

(Continued on page 112) 
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On-and-Off Burner Operation 


Comfort and Efficiency Vary with Changes in Cycling 


By 
S. H. Hulse* 


M UCH has been written about the efh- 
ciency of oil burners and oil-fired boilers, 
based on continuous burner operation. 
Although this is a reliable basis of com- 
parison for many purposes, the majority 
of domestic oil burners operate intermit- 


tently with cycles of varying length. The, 


Standard Oil Development Company’s 
burner laboratory has been interested in 
finding how much influence such “on and 
off” cycling has on burner performance, 
the economy of the heating plant, and the 
related factor of comfort control. In con- 
nection with the development of heating 
oils, this laboratory has extensively stud- 
ied the performance of the various types 
of domestic burners for fifteen years. 

In an average domestic heating plant it 
is well known that the more nearly uni- 
form the rate of heat output the more 
comfortable will be the house. With con- 
ventional intermittent burners, some im- 
provement is often possible by reducing 
the firing rate so that the burner operates 
for a larger percentage of the time. There 
is, of course, a limit to which nozzle size 
can be reduced without causing sluggish 
“pick-up” or insufficient capacity for 
meeting extreme winter loads. 


Comfort With Short Burner Pulses 


Tests have shown that a very important 
gain in comfort is possible without reduc- 
ing firing rate by simply increasing the 
frequency of the “on and off” periods. 
This causes the burner to produce heat in 
shorter pulses at a more nearly uniform 
rate over a period of time, and long heat- 
ing-up and cooling-down periods are 
avoided. For example, the frequency of 
starts and stops may be controlled by the 
sensitivity of the thermostat as illustrated 
by the test results in Figure 1. These tests 
were conducted in a home heated by an 
oil-fired steam plant. Part A of Figure 1 
shows the variation of the air temperature 
measured in the living room when using a 
sluggish, insensitive thermostat. Part B 


*Esso Laboratories, Standard Oil Development Co. 
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shows the air temperature at the same lo- 
cation, after changing to a sensitive ther- 
mostat operating within narrower tem- 
perature limits. For these tests, the tem- 
perature was measured at a point 25 feet 
away from the thermostat. In addition to 
the variations in air temperature, the 
graph shows the setting of the thermostat, 
which was raised at the beginning and 
middle of each test, and the length of the 
running periods of the burner. It will be 
noted in Part B, that the sensitive ther- 
mostat caused the burner to operate more 
frequently, but for much shorter inter- 
vals. This resulted in lower peaks and val- 
leys in the temperature of the house, and 
a reduction in what is popularly called 
“cold 70.” 


Difficulties With Short Cycling 


In view of the comfort advantage of 
this type of operation it is reasonable to 
ask why burners should not be deliberate- 
ly controlled to start and stop with in- 
creased frequency in installations where 
comfort would be improved. Unfortu- 
nately there are difficulties in such an op- 
eration in the average heating plant. 

When a burner is operated at steady 
load continuously, the combustion cham- 
ber becomes heated to a high temperature 
which greatly aids combustion, reduces 
soot and smoke, and provides the maxi- 
mum overall efficiency. However, when 
the same burner is operated intermittent- 
ly, certain heat losses are entailed that are 
not found at all with continuous opera- 
tion. Among the more important of these 
are “stand-by losses” including loss of 
heat up the stack during the “off” period, 
and losses due to the insulating effect of 
the increased amount of soot deposited on 
the heating surfaces. 

In order to evaluate the latter effect, a 
series of three tests were run in the labo- 
ratory. A typical pressure atomizing burn- 
er was installed in a domestic boiler 
equipped with accurate means of measur- 
ing fuel input, steam output and stack 
losses. A commercial No. 2 fueloil was 
used, the specifications of which are listed 
in Table 1. The burner was operated in- 
termittently on a predetermined cycle by 


means of an electric timing device. In the 
first test, the burner was fired for 10 mip. 
utes each half hour, the test continuing 
for over 8 days. The air supply to the 
burner was adjusted for trace smoke at 
the stack, the observations being made 
near the end of the burning periods, In 
the second and third tests, the burner was 
operated for only 10 seconds every 3 min- 
utes, continuing for one day and two days 
respectively. As compared with the first 
test, slightly less excess air was used on 
the second test, and slightly more on the 
third test. In all cases the smoke density 
was well below that permitted by the 
Commercial Standard for burner tests. 

The results of these cycling tests are 
presented in Table 2. 

They may be summarized as follows: 

(a) When set for trace smoke, the 
burner in all cases caused consid- 
erable accumulation of soot on the 
heating surfaces, resulting in a 
rise in stack temperature. 
The insulating effect of the soot in 
all cases appreciably impaired the 
thermal efficiency of the plant, as 
measured at the beginning and 
end of each test. 

(c) The loss in fuel economy in the 
third test (960 starts) was almost 
twice as much as in the first two 
(400 and 480 starts, respectively). 

The loss in economy clearly did not de- 

pend on the amount of fuel burned, a 
over 40 times as much fuel was consumed 
on the first test as on the second, and over 
20 times as much on the first as on the 
third. It is concluded that the loss de 
pended on the number of starts and stops 
which, for the three tests, were approx 
mately proportional to the reduction 
steam output per gallon of oil fired. It 
appears that the smoke given off by com 
ventional burners when starting and stop’ 
ping is responsible for this situation. 

These results show that typical burn 

ers cannot be operated on a short cycling 


(b) 


basis without increasing the progressiv¢} yy 


loss in efficiency associated with starts an 
stops. This is one of the important restric 
tions at present faced by oil heating ™ 
providing the maximum in comfort. 
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EFFECT OF LENGTH OF CYCLE ON COMFORT 


(A)- NON-SENSITIVE THERMOSTAT - LONG BURNER CYCLES 
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TEMPERATURE OF LIVING ROOM 


THERMOSTAT SETTING 


(B)- SENSITIVE THERMOSTAT - SHORT BURNER CYCLES 
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To a limited extent, soot deposits can 
le reduced by increasing the excess air to 
the burner, and usually this is the only re- 
course open to the service man. The re- 
sults of the third test in Table 2 show that 
when operating at a COs level even as 
low as 9.1% the sooting was not appre- 
ciably reduced. Much more excess air, 
with consequently poorer combustion effi- 
ciency would have been required to re- 
duce sooting effectively. 

There is a challenge to burner design- 
ets in this indication of the importance of 


joss de} smokeless ‘ton and off” performance. Em- 
1d stops phasis on the development of means of 
pproxt 
a It TABLE 1 
1 a e ° 
“* Inspection of Number 2 Fueloil 
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id stop’ Grav; ° 
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controlling this characteristic is fully jus- 
tified by the potential improvement in effi- 
ciency. But such a development would not 
depend for its importarce on fuel savings 
alone. It should profoundly affect the 
public’s acceptance of oil heat as clean 
heat, a reputation that is jeopardized 
when a neighbor’s chimney regularly gives 
off puffs of smoke from a poorly func- 
tioning burner. Finally it would permit 
burners to be operated economically on 
shorter cycles. After suitable burners are 


available, the designers of burner controls 
can be called upon to furnish more sensi- 
tive thermostats which, by operating the 
burner more frequently, will contribute 
to an overall gain in heating comfort. 

Acknowledgment is due to H. G. M. 
Fischer, Assistant Manager of Research 
and Developinent, Standard Oil Develop- 
ment Company, for guidance and con- 
structive criticism, and to B. A. Hollen- 
beck for supervising the laboratory work 
described herein. 


TABLE 2 
Results of Intermittent Tests 

Dili Eel inn nce ys 5 p04 cod ene eee eres Conversion Conversion 
WN OIE. os ne cae i se vacedggapeneeeaaan 1.5 1.5 
Burner Cycle: 

eS mr et re Cr ree e 10 Minutes 10 Seconds 

a cick ccesnaes ths ancnceee inert 20 Minutes 2 Min.—50 Secs. 
DRO I: a 0. 6 osin 5 0. Wea See 400 480 960 
a ee rr eee err gr 8-1/3 Days 1 Day 2 Days 
Gallons of Oil Burned on Cycle ............2000e- 102.0 2.3 4.8 
Performance at Start of Test: 

TG CON ewe a dig ania a's «0:65 Wim wichgietanere'e eimioial wmruleiad 9.9 10.6 9.4 

Stack Temperature, °F. .......cceccececececss 668 650 675 
Performance at End of Test: 

WE ns civwakcnendieiniaieeeeniee 9.9 10.4 9.1 

Stack Temperature, °P. .......-ccccscccsecese 756 751 768 
Insulating Effect of Soot: 

Increase in Stack Temperature, °F. ........+---. 88 101 93 

Reduction in Steam Output per Gallon of Oil Fired, 

percent of Original ..........+0--s esse eeees 5.1(a) 5.4(b) 9.8(b) 


(a) Steam measured while operating on cycle, first day and last day. 
(b) Steam measured during continuous runs before and after the cycling period. 

















































Let Them Earn It 


Salesmen Do Not Have to Wear Business Suits 


By 
G. J. Burrell 


Docent you never have heard of the 
Burrell Oil & Air Conditioning Corpora- 
tion. It is not a name to awe large seg- 
ments of the population, and we are con- 
stantly trying to make more people 
familiar with it in and around Harrison, 
N. Y., the locality where we are best 
known. But some of us have learned to 
like the outfit a lot. 

We have answered oilburner service 
calls in the name of the company at 3:00 
a.m., and have delivered oil in blizzards 
to fulfill those promises of complete and 
efficient service we made to get the 
original order. We have worked half the 
night to sell oilheating equipment, and 
have done favors for customers while the 
Little Woman tried to keep the dinner 
warm. 

In short, we are a typical eastern oil- 
heating dealer. We sell oilburners, oil, 
heating equipment, coal and service. We 
also sell and install insulation, cooling 
equipment and allied products. Our small 
bulk plant supplies our three retail de- 
livery trucks, and a few of our competi- 
tors in the vicinity pull out of the plant. 
Besides the three drivers who make our 
retail deliveries, there are three oilburner 
servicemen, two men who operate the 
bulk plant, the usual small office staff, 
and one salesman. I don’t mention the 
salesman last because he is least important, 
because we are all a part of a team, but 
only because this conversation is about the 
rest of the crew. 


Suburban Business 


Working a few miles north of New 
York City we are, nevertheless, subject to 
most of its influences. Though the town 
itself is small, we serve an upper middle 
class suburban area, comfortably well- 
supplied with money, much of which 
comes out of the Big Town. Our kids go 
to school with—and play ball against— 
other kids from half-wealthy families. 
Many of the members of the lodge have 
paid off their mortgages, and Mamma 
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Gus Burrell 


has to compete for chops at the local 
butcher’s against Mrs. Van Blotz. 

But don’t get me wrong. We are not 
class-conscious. We are not snooty. 
This is just to introduce you to our cus- 
tomers. They are swell folks and we like 
them. The point is that we people in the 
oilheating business locally like to have a 
few dollars in our pants pockets, though 
we don’t leave town every morning on 
the 8:02 and come back on the 6:16. The 
temptation always is there to ask for 
every penny the traffic will bear. That 
was what brought Eddie into my office 
one afternoon last summer. 

Eddie—which is not his name—had 
been with us for seven years. (The aver- 
age for the crew is six years, so the turn- 
over isn’t too great). He had that uneasy 
look about him that a fellow gets when he 
has to spill some bad news. 

“Boss,” says Eddie, I've got to have 
more dough. I’m sorry to have to let you 
have it this way because I know you've got 
other things to worry about, but that’s the 
way it is with me. Prices of everything 
are going up, and I can’t make my fifty 
bucks stretch over the week any more. 


‘Randall Electric yesterday and they've 
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When the kid broke his wrist a couple of _ 
é servic 
weeks ago, that cooked me. There’s noth- 
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‘This is no beef,” Eddie continues, “be- 
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cause I know it is tough to keep the place oe 
open at all with no burners, and prices he be 
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got a spot in the shop for me at $60a 
week. That will be a big help, but I don’t 
want to leave you without some notice. 
What about me quitting a week from 
Saturday night?” 

In case you don’t remember, it was no 
laughing matter last August to lose a good 
serviceman who could double as an oil 
driver. But there was sound common 
sense in everything Eddie had said. I 
gave him the old stuff about the war was 
going to be over soon, and Randall Elec- 
tric would let him out when their con- 
tracts were cancelled. We went over the 
guarantee of 52 weeks’ pay every year 
with Saturdays off in the summer, and 
how everybody was welcome to dip into 
the cash-drawer to get over emergencies 
like broken wrists, new babies and visits 
from a mother-in-law. 

“Yeah, that’s all right,” Eddie persisted 
with the logic of a serviceman, “but the 
loans out of the till have to be paid back, 
and I don’t have anything to pay with.” 

We left it that Eddie would leave a 
week from Saturday night. 
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Conditions Change those | 


The next Tuesday night the Japs gaveym™ 
up and the war was over. Postwar had§additi 
started and all the plans I'd made were where 
supposed to be getting under way. High the Sa 
on the list was the building of a sales forcef/™Pro 
to roll in those orders we wanted. Marr of a jo 
power still was tight and nobody could pay fe 
make a living on commission with nothing 
to sell, even though there was no longer# : eh 
law against selling oilburners. Randall 3 cc 
Electric had laid off more than half thet ettect 
force before Eddie could get to the job,}'s to 
but he knew he was more than welcome (© “i 
stay with us. Even so, his problem hadnt oh 
been solved, and a salesman oF service MOney 
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man with a problem on his mind can’t give 
full time to his work. It was obvious that 
the other men were thinking about ways 
and means of getting more money, too. 
The boys wanted more money; I 
ome more business; there were no 
salesmen, so it took no great feat of rea- 
ning to bring forth an idea: Let the 
servicemen and drivers sell, and give them 
a commission on the business they bring 
in. If they want more money, here is a 
way for them to get it. Then the idea ex- 
‘[panded. Why confine commissions to ser- 
—- lace vicemen and drivers? Why not encourage 
| PrICs tthe boys at the bulk plant and the girls in 
d —- the office to sell, too? All of them met 
ws people outside. All of them belonged to 
das #1} clubs, went to church, knew the neighbors 
I don't and had their own ever-changing stream 
note. | of contacts with the public. All of them 
k from had opportunities, on or off the job, to 
talk to people, and that’s all a salesman 


uple of 
’s noth- 
at ain't 
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es, 


Was no 


needs. 
a good 
an oil The Plan Evolves 
ommon 
ak 7 After a little cutting and trying we 


var was {“orked out a plan for everybody. It has 
Il Elec Jn changed in only one detail since it 
was adopted, and it goes like this: 

Every employee who brings in an order, 
-y yearp™ even a good lead which is later closed, 
or, andy &t 3% commission on the sale. This ap- 
lip into jlies to new installations and to equip- 
gencies| ®t sold to old customers—with one im- 
d visits}Prtant exception. There is no commis- 

sion paid on replacement burner parts. I 
oraiitel don't think the boys would chisel, but 
but de there is no logic in putting the tempta- 
d back,fon before them. They have no control 
with.” forer break-downs, and it takes no selling 
to replace a burned-out motor or trans- 
former when the burner is dead and the 
house is getting cold. The boys agree that 
those are not sales, and they are due no 
commission on somebody’s hard luck. The 
var had§ddition of a draft regulator, for instance, 
Je werefWhere the plant does not have one, or 
y. High the sale of boiler and pipe insulation to 
es forcef’Mprove the efficiency and performance 
_ Manof a job does bring a commission. Also, we 
y couldjPay for the replacement of an old con- 
nothing]’ersion installation with a complete unit. 
onger a] We have had several of these jobs since 
Randall the commission arrangement went into 
If their effect and we feel that such a replacement 
the jobJ'S to the customer’s advantage since it 
come tofSlves him better performance from his 
hadn't heating plant, and usually saves him 
service} ™Oney on his fuel bill. That is the type 
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of job a serviceman can sell best. Cus- 
tomers respect the word of a good me- 
chanic in whose hands they ‘are entrust- 
ing the health of their families, and the 
safety of their property. Here is an ex- 
pert who has come to their rescue in 
periods of emergency. He has brought 
heat into the house when they need it 
most. They know that the serviceman 
knows his business, and when he advises 
them on changes they should make for 
more comfort or economy, they listen— 
and buy. 

Drivers in a neighborhood are your 
best oil salesmen. If your customers get 
oil before they run out; if your customers 
are satisfied and warm, the driver can do 
business with the neighbors. For a fuel 
customer we pay a flat rate of $5. We do 
have the stipulation that at least 1,000 gal- 
lons of oil has to be delivered to a no- 
contract customer before the commission 
is paid, but the man gets his money when 
the account has proved good. There is 
no commission on casual drops in a neigh- 
borhood because the customer tells the 
driver the lady next door is “almost out of 
oil.” 


Commission on Leads 


About half the commissions earned 
come from signed orders the men bring in. 
The other half is paid on leads I close at 
the man’s request. The flat rate of com- 
mission tends to encourage a man to ask 
for help when*he needs it, rather than 
take a chance on losing the sale trying to 
close it alone. When any employee 
registers a prospect the sale is his when it 
is made. There are very few “house” ac- 
counts. In case of doubt we don’t argue. 
The man gets the sale. It is much better 
that way. 

We add up the commissions and pay 
off at the end of every second month. The 
old custom still stands around the office: 
If a man needs money to help him over an 
emergency, it is there for him, but now 
he can see a way to pay it off without dip- 
ping into his Friday night envelope. Then 
we had a contest for a War Bond at 
Christmas for the man who turned in the, 
most business. Though the commissions 
were more important than the prize from 
a monetary point of view, there was some 
spirited competition to get the orders in 
before the deadline. 

At the end of the year I scaled up the re- 
sults of the first four months of our com- 





mission arrangement. The average wage 
of eleven people for their regular jobs is 
$50 a week. But in addition to their 
salaries, commissions had run from an 
average low of $12 a week to a high of 
$20 a week for each employee. Averages 
are important only to the boss, but the 
actual take that Eddie has earned (being 
one of our best) is far beyond anything 
he ever expected he could earn with us, 
or anybody else. 

As for the company, everything is 
dandy, thank you. We are getting more 
business than ever before. Everybody is 
pulling hard for sales and more sales, and 
I've stopped looking for salesmen, and 
stopped worrying about how to pay them. 
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“Extra” Savings Mostly 
In Lower Income Brackets 


SAVINGS which have accumulated in the 
bank accounts of individuals during the 
last four years are estimated to have 
reached $140 billion. Incomes were un- 
usually high and wartime shortages of 
goods made it impossible to spend as fast 
as many would have liked. It is believed 
that the normal increase in savings would 
have been about $70 billion in the war 
years, and a combination of circum- 
stances has about doubled the “normal” 
with “extra” savings. 

These extra savings are not distributed 
evenly across all income classes. More 
than 57% of the extra $70 billion savings 
is in the hands of individuals with in- 
comes of $5,000 or less a year, though this 
group holds less than 30% of all savings. 
The following table shows the estimated 
distribution in billions of dollars of nor- 
mal and extra savings. 

Nor- 
Income mal Extra Total 
Under $2,000 oi 11 
$2,000 to $5,000 20 30 50 
$5,000 to $10,000 19 20 39 
$10,000 and more 31 9 40 


Allclasses 70 70 #140 


In 1939, the last year for which a study 
was made, families with incomes of less 
than $4,500 bought 85% of all the do- 
mestic oilburners sold in the Metropol- 
itan New York area. It is probable that 
this percentage would be higher for the 
country as a whole. 
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Vaporizing Burner Calibration 
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Proper Oil Feed Rates Essential to Good Pot Burner Operation | X« 


By 
Frank J. Coonan 


Fourth and last in a series of articles 
on the service of pot-type vaporizing oil- 
burners. 


ee units all look alike, fur- 
naces are rectangular or square, and water 
heaters are round. How can we tell by 
looking at a unit, with which we are not 
familiar, what its characteristics are? Does 
it burn a low fire or a pilot fire? What is 
the high fire flow rate, and the draft re- 
quirement? What does it profit us to 
know how we should calibrate these units 
if we do not know the flow rates or draft 
setting? 

These are the type questions which in- 
telligent service men are sure to ask, 
whenever vaporizing burner service is be- 
ing discussed. They are darned good ques- 
tions, considering the many different 
make furnaces and water heaters which 
are in the field, and how difficult it is for 
a service man to know all of the pertinent 
information relative to so many types of 
equipment. Lack of information is one of 
the major reasons why service men dislike 
these burners. With mechanical equip- 
ment tried and proven methods of flame 
adjustment have been made available to 
them, while with vaporizing equipment, 
although they might have been fully in- 
structed and supplied with complete in- 
formation on the furnaces and water heat- 
ers, their own Company installed, when 
they encounter a unit with which they are 
not familiar, it is impossible for them to 
do a good job when they do not know the 
oil flow rates and the draft requirement. 

It is true that instruction cards were 
shipped with each unit, and were sup- 
posed to be permanently placed in the 
basement, but in many cases they cannot 
be found, either having been discarded by 
the installation crew, or the home owner, 
or removed by a serviceman who wanted 
the information they contained. 

Think what this means to a service or- 
ganization such as our own, handling ser- 
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vice on numerous manufacturers’ fur- 
naces and water heaters, with varied pilot, 
low fire and high fire settings. 

Primarily our company is in the oil 
business. The efforts of our service de- 
partment are expended towards making 
equipment operate with as few service 
calls as possible, knowing that satisfied 
service accounts mean satisfied oil ac- 
counts. We are not interested in render- 
ing service on equipment which will not 
satisfy either our customers or ourselves. 
That we have been able to accomplish this 
goal not only on our own vaporizing 
equipment, but also on competitive equip- 
ment, is substantiated by an analysis of 
our service files, which show that over 
80% of the vaporizing equipment we now 
have under service has been installed by 
other companies. Most of this business 
came to us through the reputation we 
earned with our own equipment, which 
had been installed and serviced as well as 
we knew how. 


Service Gets Gallonage 


We had turned down a great number 
of requests to service competitive equip- 
ment before we realized the tremendous 
oil business which could be ours, provided 
we could properly service these burners. 
An analysis of the Philadelphia area 
pointed out to us the equipment which 
had been installed in sufficient quantities 
to warrant the necessary educational pro- 
gram. The service department was in- 
structed in the operating principles of 
these different type vaporizing burners 
and constant level float control valves in 
general. They were taught to pick out and 
correct installation defects and were sup- 
plied with flow rate charts, which con- 
tained the necessary calibration informa- 
tion on each manufacturer’s units. These 


charts contained data we had received 
-from manufacturers, plus a few common- 


sense rules we had previously experi- 
mented with, and had successfully 
adapted to our vaporizing service work. 
Instructing our service personnel was 
not difficult because we took each individ- 
ual unit separately, while in these articles 
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which should enable anyone sufficientlypuring 
interested to make up flow rate charts fo,p00S: 
the use of their service personnel, on g)-pmall 
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The air for combustion is supplied en-draft 
tirely by the natural draft suction of thegweath 
chimney. The draft requirements of thesefplant 
units are generally high, and they are seri-qwere 
ously affected by any condition whichjsumm 
causes a reduction in the available draft,Jprove 


would 
High Fire Draft would 


High fire draft can be defined as the|duced 
minimum draft necessary to supply sufh-}most \ 
cient air for combustion, to properly burn} rrec 
the maximum high fire. mer ¢ 

The available draft must always be coftmpe 
related with the high fire oil flow rate{_ WI 
Suppose for example a furnace called forfheatir 
a high fire flow rate of 48 cubic centifame 
meters per minute, and the draft requirefacts t 
ment was .08, this would then mean that] Not c 
this draft setting was capable of supply-ftweer 
ing all of the air necessary to burn 48{whicl 
cubic centimeters of oil. If more thanfidilute 
sufficient draft was available, it could beling ¢ 
reduced by means of the draft regulator.jidue t 
But if the highest draft reading it was] To 
possible to secure was .07, it becomes 
vitally important to keep a balanced ait’ 
oil ratio, by reducing the high fire flow 
rate proportionately to the draft def 
ciency. As .07 represents 82.5% of .08,Hlong. 
consequently we have only 82.5% of thefinvar 
air, which is needed to burn 48 cubitlwate: 
centimeters of oil. Therefore, the oil flowfmer | 
rate must be reduced to 82.5%, or to 41 
cubic centimeters, to maintain the correct 
air-oil ratio. 

When the available draft is less than} TI 
required, reduce the high fire proportion }fan. 
ately. Carry 

The draft requirements of naturdl]thou 
draft vaporizing burners may seem high,} nitel 
when compared to mechanical burners, the 
but they actually require less than 50%{that 
of the draft necessary to get the maximum ficier 







Natural Draft Burners 
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mitput from a coal-fired unit. Any chim- 
wy properly built and properly sized, will 
wsily supply more than sufficient draft 

br any vaporizing burner. 
ion Note: Water Heaters — During the 
mmer months draft deficiencies in con- 
ection with water heaters are oftimes ex- 
tire field yerienced. It is usually a mistake to fol- 
cakdowgow out the proportionate high fire cut- 
mation ack rule for a poor draft condition found 
fficienl Huring the summer period, for two rea- 
harts fogpons: (1) the firing rate is usually so 
1, on apmall that the considerable reduction 
which would quite often be called for is 
nlmost sure to result in complaints of in- 
suficient hot water; and (2) this poor 
slied en-fdraft condition does not exist after cold 
n of thegweather sets in and the central heating 
of thesefplant is in operation. Therefore, if the fire 
are seriqwere to be cut back during the critical 
1 whichysummer period, when draft conditions im- 
le draft proved during the winter, the air-oil ratio 
would be completely unbalanced. There 
would then be too much air for the re- 
1 as thefduced firing rate, which would result in a 
ly suff-|most unsatisfactory winter operation. The 









1ipment, 


rly burnfoorrect answer lies in bettering the sum-. 


mer draft condition, by getting higher 
s be co4temperatures at the base of the chimney. 


ww ratefl When a water heater and a central 
led forfheating plant are both connected to the 
c centifume flue, the inoperative heating plant 
requirefacts the same as an open-draft regulator. 
an that}Not only is the available draft divided be- 
supply-tween the two units, but the basement air 
which is pulled through the heating plant 
dilutes the temperature of the gases, leav- 
ing the water heater, resulting in a low 
gulator.jilue temperature and resultant low draft. 








‘It was! To better summer draft conditions 
ecomésiwhere necessary, the smoke-pipe of the 
ced a'fheating system should be disconnected 
re flowfand capped, and the water heater smoke- 
ft def pipe should be insulated if it is unusually 
of .08flong. Doing one or both of the above will 


» of the invariably insure sufficient draft for 
3 cubic water-heater operation during the sum- 
oil flowimer months. 

r to 42 

correct Mechanical Draft Burners 

ss that} The air for combustion is supplied by a 


ortion}fan. The chimney is used primarily to 


carry off the products of combustion. Al- 
natural] though the capacity of the fan is defi- 
n high, nitely affected by either high or low draft, 
urnersithe draft requirement is usually so low 


n 50%|that it is unusual to encounter draft de- 
ximuM Hficiencies. 
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Fig. 4. A—cleaner rod; B—c.c. graduate; C—test tee; and D—lighter door. 


Pilot Fire Burners 


The pilot fire of a vaporizing burner is 
not necessarily a clean fire. It burns from 
a liquid pool of oil on the base of the pot 
and has a tendency to smoke and form 
carbon on the lower baffle. But so long as 
this condition is held within reasonable 
limits, it becomes unimportant, as most 
of the carbon is burned off the baffle, 
when the unit changes from pilot to high 
fire operation. There are only two im- 
portant items in connection with pilot fire 
oil flow rates: (1) that it is sufficiently 
high to continue burning; and (2) that it 
is not so high that it causes excessive car- 
bon formation or overheating. 

For pilot fire burners we take the manu- 
facturer’s pilot flow rate and make this 
figure our pilot fire minimum. To this 
minimum we add a leeway of 20 c.c. per 
hour, and this higher figure becomes our 
pilot fire maximum. This maximum does 
not cause excessive carbon, nor will it 
cause overheating, but it does allow a ser- 
vice man to set an accurate pilot, any- 
where between these two figures, without 
the tediousness of attempting to arrive at 
the exact c.c. setting the manufacturer 
calls for. 


Low Fire Burners 


The low fire of a vaporizing burner is 
a scientific fire, with a definite pre-mixture 


of air and oil vapor. The important items 
in connection with low fire oil flow rates 
are: (1) that it is sufficient to cause the 
low fire to elevate and burn completely 
around the lower baffle; and (2) that it is 
not so large that it causes overheating. 
The low fire of a water-heater should be 
a blue flame burning in suspension. It is 
not intended as a heating flame. The low 
fire flame of a furnace is usually blue only 
at the base, if at all. The low fire of a 
furnace is meant to be a radiant flame 
which supplies some usable heat. A low 
fire should never burn on the bottom of 
the pot. For low fire burners we also take 
the manufacturer’s low fire flow rate, and 
make this figure our low fire minimum. 
For water heaters burning a low fire 
we allow a leeway of 20 c.c. per hour be- 
tween our minimum and maximum set- 


ting. For furnaces, we allow between 1: 


and 2 c.c. per minute. 

The point at which a low fire flame will 
elevate from the base of the pot to the 
lower baffle is rather critical, and varies 
considerably with oils of different char- 
acteristics. Therefore we recommend ad- 
justing the flow rate to approximately the 
mid-point between the minimum and 
maximum, then start the unit on low fire 
and observe the flame; if it is burning 
completely around the lower baffle, no 
further adjustment is necessary. If the 
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flame continues to burn on the bottom of 
the pot, with the fire still burning, increase 
the oil flow by turning the adjusting screw 
not more than !% turn at a time, until 
the flame elevates to the lower baffle. 

High Fire Maximum—Means the high- 
est firing rate a unit has combustion space 
to handle. It is the firing rate called for in 
manufacturers’ manuals which will pro- 
duce the maximum B.T.U. output. Fir- 
ing above this rate will result in smoke, 
soot, and puff-backs. 


High Fire Recommended Setting 


Invariably, service manuals emphati- 
cally tell you that their maximum flow 
rate should never be exceeded, although 
they do recommend reductions within 
reason below the maximum flow rate. 
Our high fire recommended setting on 
natural draft burners conforms whole- 
heartedly with the ideas of manufacturers 
who advocate a setting of approximately 
15% below their maximum flow rate, 
even though the full draft requirement is 
available. We follow this 15% cut-back 
rule on all of our natural draft equip- 
ment, whether they be furnaces or water 
heaters, and have found that it eliminates 
the possibility of a dirty fire during the 
fall and spring, when draft conditions are 
not always stable. On mechanical draft 
burners we do not recommend cutting 
back the high fire flow rate more than 
10%, because the flame is relatively small 
and of high temperature, and if the firing 
rate is cut back too far, the fire will be 
pulled down inside the pot, which will 
injure the burner metal. The purpose of 
this 10% cut-back is to make these burn- 
ers more flexible. If a lighter than normal 
delivery of oil is made, they will not be 
overfired, and if a heavier than normal 
delivery of oil is made, the lowered flame 
gives the necessary higher vaporizing 
temperature on the base of the pot. We 
have never encountered a case where this 
cut-back policy caused a complaint of in- 
sufficient heat in severe weather. The 
average vaporizing furnace installation is 
not in a position to deliver anywhere near 
its maximum output at the time it is most 
needed. By mid-winter the burning efh- 
ciency is usually poor because of a dirty 
pot, and the heat which is generated must 
fight through insulating soot deposits be- 
fore reaching the distribution system. This 
high fire cut-back policy results in better 
burning, a cleaner unit, considerably 
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higher average overall efficiency, and con- 
sequently lower fuel bills. 


9. Low Fire Maximum—The larges 
low fire that will not cause overheating, 


10. Pilot Fire In Drops (can also be 
used for low fire of water-heaters). This 
@olumn is merely for convenience in al. 
- lowing a quick approximate check on the 
pilot flow rate. 


Condensing the above information we 
arrive at the meanings of the terms an 
headings used in our calibration charts: 

1. Natural Draft—The air for com- 





bustion is supplied entirely by the natural 
draft suction of the chimney. 

2. High Fire Draft—The minimum 
draft necessary to supply sufficient air for 
the maximum high fire. 

3. Mechanical Draft — The air for 
combustion is supplied by a fan. 

4. High Fire Maximum—The highest 
firing rate the unit has combustion space 
to handle. 

5. High Fire Recommended Setting— 
The firing rate arrived at by cutting back 
the manufacturer’s maximum flow rate, 
by 15% for natural draft burners, and 
10% for mechanical draft burners. 

6. Pilot Fire Minimum—The smallest 
pilot that will continue to burn. 

7. Pilot Fire Maximum—tThe largest 
pilot that will not cause excessive carbon 
formations, or overheating. 

8. Low Fire Minimum—The smallest 
low fire that will elevate, and burn com- 
pletely around the lower baffle. 


Under no condition should the final 
setting be made by counting drops, A 
cubic centimeter graduate should be used 
for at least a six-minute check for the final 
pilot setting. The number of drops ina 
cubic centimeter will vary considerably 
with oils of different specifications; there. 
fore, attempting to calibrate a pilot by 
counting drops alone will oftimes result 
in a false c.c. setting. 


The adaptation of these ideas to spe- 
cific manufacturers’ furnaces are shown 
in Figures 1, 2, and 3. 


The need for calibration charts on fu- 
ture units could be totally eliminated if 
manufacturers would mount in a promi- 
nent place on each unit a metallic plate 
on which was imprinted their firing rates, 
draft requirements, oil recommendations, 
etc. This would make the job of servicing 
their equipment much easier than it is at 
the present time. | 


FIGURE 1 
FLOW RATE SETTING ON oo NATURAL DRAFT FURNACES 
Hig 
Model High Fire High Fire Fire Pilot Pilot Pilot 
No. Maximum Draft Rec. Setting Minimum Maximum In Drops 
60 31cc/1Min .06 27cc/1Min 8cc/6Min 10cc/6Min 25-32/1Min 
80 47cc/IMin  .06 = 40cc/1Min 8cc/6Min  10cc/6Min  25-32/1Min 
100 63cc/1Min .06 54cc/1Min 8cc/6Min 10cc/6Min 25-32/1Min 
FIGURE 2 
FLOW RATE SETTING oh LOCHINVAR NATURAL DRAFT WATER HEATERS 
1g 
Model High Fire Fire High Fire Pilot Pilot Pilot 
No. Maximum Draft Rec. Setting Minimum* Maximum In Drops 
on 124cc/1Min 035 11cc/1Min 7cc/6Min 9cc/6Min 22-28/1Min 
“ 15cc/IMin .035 = 13cc/1Min 7cc/6Min  9cc/6Min _—.22-28/1Min 





*If both the pilot fire and the high fire are to be adjusted, the high fire must always be 
calibrated first. 


FIGURE 3 
FLOW RATE SETTING ON NORGE NATURAL DRAFT FURNACES 
Model High Fire High Fire High Fire Low Fire Low Fire 
aks Maximum Draft Rec. Setting Minimum Maximum 
OB60 40cc/1Min .08 34cc/1Min 6cc/1Min 8cc/1Min 
OC60) 
FLOW RATE SETTING ON NORGE MECHANICAL DRAFT BURNERS 

OD70 40cc/1Min .02 36cc/1Min 6cc/1Min 8cc/1Min 
OE80 46cc/1Min .03 42cc/1Min 6cc/1Min 8cc/1Min 


Under no condition should the high fire on the above two models be reduced more than 10% 

___ The low fire on all Norge furnaces is a low fire and not a pilot fire. It is the smallest fire that 
will burn completely around and above the lower baffle. It will be found to be between the mini 
mum and maximum flow rate given above. The low fire must not burn on the bottom of the pot. 
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Mechanics of Calibration 


The necessary tools to properly cali- 
brate these burners include a watch with 


small graduate of approximately 25 c.c. 
capacity for checking pilot and low fire 
flow rates, a larger graduate of approxi- 
| mately 100 c.c. capacity for checking fur- 
nace high fire flow rates, open end or ad- 
justable wrenches, screw drivers, a spirit 
level and a draft gauge. The oil flow 
should be measured either at the constant 
level valve outlet, or preferably at the 
test tee of the oil feed line, after remov- 
ing the cleaner rod assembly or the drain 
plug, as shown in Figure 4. 


Whenever a change is made in the posi- 
tion of the low rate adjusting screws, al- 
ways wait at least three minutes before 
taking a c.c. reading, in order to allow the 
CL.V. to adjust itself to the change. 

The final pilot fire and water heater 
low fire flow rate adjustments should be 
checked with a graduate for at least six 
minutes. 

The final furnace low fire flow rate ad- 
justments should be checked at least three 
minutes. 

The final high fire flow rate adjustments 
should be checked for from one to three 
minutes, depending on the volume of oil 
flow. 

The final draft adjustment should be 
made after the unit has been operating on 
high fire for sufficient time to generate 
more than the minimum draft require- 
ment. 


Customer Education. To eliminate un- 
necessary service calls, customers should 
be thoroughly instructed on the follow- 
ing: 

1. The proper grade of oil to use; 

2. How to light the unit and also how 

to turn it off; 

3. To remove the drain plug or cleaner 
rod assembly, and drain the pot be- 
fore attempting to light the fire; 

4. To always start the unit on pilot or 
low fire; 

3. To operate the cleaner rod periodi- 
cally, and to always leave it in the 
pulled-out position; 

6. Never to touch the adjusting screws 
or draft regulator. 


Every customer should be supplied with a 
lighting torch, which can be made from a 
piece of stiff wire of the appropriate 
length, with a piece of asbestos rope 





a second hand for timing the oil flow, a — 


twisted around one end. By dipping the 
asbestos in fueloil and lighting it, and 
placing the lighted end on the base of the 
pot, the unit can be started up, after which 
the torch can be removed, thus keeping 
paper or rag ash from accumulating on 
the bottom of the pot. Now is the oppor- 
tune time, while competitive units are 
still not available, to put on a campaign to 
get these units into good operating con- 
dition. By correcting installation defects, 
and properly calibrating these units, and 
then supplying them with the right grade 
of oil, you can change the owners of va- 
porizing burners from dissatisfied knock- 
ers to satisfied boosters of oil heat. 
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Commerce Dept. Outlines 
Credit for Small Business 


HOW SMALL BUSINESSES may obtain 
credit and capital for sound business ven- 
tures is explained in a bulletin on “Credit 
Sources for Small Business” just issued 
by the U: S. Department of Commerce. 

The private commercial bank is still 
the main source of business credit, the 
bulletin says, and small businesses have 
even more reason to turn to their banker 
for credit help than have large companies 
which have increasingly relied on internal 
financing and on the issuing of securities 
to meet their capital and credit needs. 

The bulletin discusses in detail the 
types of credit extended by ‘such diverse 
institutions as banks, industrial banking 
companies, small loan companies, factors, 
sales finance companies, miscellaneous 
finance companies, insurance campanies, 
equipment manufacturers, wholesalers 
and similar suppliers, individual inves- 
tors, investment bankers, corporations 
seeking affiliates, branches or outlets, the 
Reconstruction Finance Corporation, 
Federal Reserve Banks, Smaller War 
Plants Corporation, Federal Housing Ad- 
ministration and community industrial 
development groups. 

Many banks are now setting up special 
small business departments, according to 
the bulletin which states that in the choice 
of a bank the small business man should 
‘choose a banker who possesses character 
and leadership, one who is willing to as- 
sume a risk providing there is a reason- 
able chance of repayment; a progressive 
banker, one who is alert to current indus- 
trial trends, willing to make loans for new 
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products and more efficient processes 

“Such a banker,” the bulletin says, 
“knows that in a world of rapid change, 
risk is a matter of careful analysis, not 
merely of traditional soundness.” 

The community banker, who more 
often than not is a small business man 
himself, may be more receptive to the 
needs of the small business man than the 
larger city bank, the bulletin says, but 
sometimes the larger banks quote more 
favorable rates and the only answer to 
compare. 

Once the small business man has chosen 
a banker he should consult him frequent- 
ly, visiting him at his office and inviting 
him to return the visit, the bulletin ad- 
vises, and adds: 

“Show him around. Invite him to look 
over your books. Freely explain your 
plans to him, especially if they involve 
expenditures out of the ordinary. Do not 
try to conceal difficulties from him. It is 
part of the banker’s code not to betray 
confidences. Mutual frankness is the first 
basis of good banking relations.” 

Busines men who can qualify should 
be able to turn to their bank for one of 
the following types of loans, according to 
the bulletin: character loans, term loans, 
installment loans, loans on accounts re- 
ceivable, loans secured by warehouse and © 
field warehouse stocks and equipment 
loans. 

The difficulty small businesses often en- 
counter in securing adequate credit is also 
discussed, and the bulletin notes that 
“small concerns have often had to resort 
to the unsound practice of using renew- 
able short-term commercial loans for 
working capital, for long-term seasonal 
capital, or even to take the place of fixed 
long-term capital.” + 

In general, the bulletin says, the busi- 
ness man is justified in seeking a loan 
when he can use it to cut costs or other- 
wise increase efficiency by more than the 
cost of obtaining the additional funds, but 
he should not forget that “other things 
being equal the company that gets the 
credit it needs at the least expense wins.” 

The booklet is designed for wide- 
spread distribution among small business 
men and may be obtained by banks, or 
other financial institutions wishing to dis- 
tribute it, or by individuals themselves, 
from the Superintendent of Documents, 
Washington 25, D. C., or from Depart- 
ment of Commerce field offices at 15 cents. 
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59 EAST VAN BUREN STREET 
CHICAGO 5, ILLINOIS 
Dear CUSTOMER: Fesruary 6, 1945. 


Considering the extremely cold weather of this season, including that of December and 
January just past, and also considering the recent difficult delivery problems occasioned by so 
much snow and ice, we fec] that, for the most part, our customers in metropolitan Chicago have 
fared pretty well. 

There have been some exceptions, of course, where available valid coupons were insufficient 
to maintain comfort, but in most of these cases, we believe that the OPA local rationing boards 
have issued the necessary extra coupons to which fuel oil consumers were entitled because of 
the “hardship amendment” of the fuel oil rationing regulations. 

So far as we have been able to be of service, we have been glad to assist our customers with 
information and advice when their problems were made known to us. 

Since Period 4 and 5 coupons became valid February 5th and since warmer weather will 
surely be with us sooner or later, we have reason to feel that “the worst is over.” We are 
deeply appreciative of the co-operation our customers have given us in making their fuel oil 
rations last as long as possible under the difficult conditions of the last several weeks. 

Anticipating that cach heating season will trend toward conforming to average, the figures 
representing an average heating season, as used by the OPA, and on which rationing restric- 
tions are based, indicate that to February 1, consumers should not have used more than 55% 
of their entire ration. Weather Bureau figures, however, show that approximately 60% of a 
local average season has expired as of that same date. This is due to the severity of this winter 
as compared to average. making continued conservation in the use of fuel oil even 


more necessary 
SOCONY-VACUUM OIL COMPANY, INC. 
Frank E. Spencer, Manager, Euel Oil Department 





59 EAST VAN BUREN STREET 
CHICAGO 5, ILLINOIS 


March 6, 1945. 


Dear CusToMER: 


As of March Ist, in the Chicago area, it is figured that on an average, there is 28% of the 
heating season remaining. Although this season has tapered off to a point where, as of March 
lst, it was not so much colder than average as was the case a month earlier, it was still run- 
ning about 5% above average in heat demand. As basic Fuel Oil rations were figured by 
O.P.A. according to an average heating season, the fact that the heat demand this season con- 
tinues to exceed normal must be overcome by continued cautious consumption. 


Furthermore, if oil, independent of heat requirements, is the means of heating water for 
summer use, such a requirement is not included in these calculations. To prevent confusing 
next season’s ration budget, both the remaining heat and summer water heating needs should 
be provided for until August 31, 1945, by this season’s coupon allowance. 


The fact that in many cases, users’ coupons have been entirely used up does not necessarily 
mean they will not be able to finish the season within their budget. With the heating season 
this close to completion in numerous cases the oil in storage will be found sufficient to meet 
the requirements of the remainder of this season. 

We will continue to be of service to you to the extent of our ability, in furnish- 
ing information and advice, if any further problems are made known to us. 


SOCONY-VACUUM OIL COMPANY, INC. 
Frank E. Spencer, Manager, Fuel Oil Department 





59 EAST VAN BUREN STREET 
CHICAGO 5, ILLINOIS 
Aprit 18, 1945 
Drevin Customer: 

The month of March certainly did its part in averaging out this winter to conform to normal. 
In fact, it was the warmest March on record (50% warnrer than last March and 43.2% warmer 
than an average one). 

Because of the unusually mild weather since March 1st, this season as of April 15th was 
7.1% warmer than an average season. 

According to OPA figures, after April 15th, 9% of a fuel oil consumer's allotment, in cou- 
pons remaining unused plus oil in his storage, should see him through the season ending 
August 31st, 1945. This should provide for water heating during the summer where necessary. 

SPECIAL CAUTION: If the oil available to you under this season's ration will not com- 
pletely provide for your needs to next September Ist, do not be influenced to use a part of 
your 1945-46 allotment to finish out this season. Under present OPA rationing regulations, this 
should not be necessary. 

The cooperation extended by our numerous customers by returning promptly. their signed 
1945-46 Mobilheat Fuel Oil Agreement cards recently mailed them is very gratifying. If you 
haven't done so yet, won’t you please send your card in at once? The prompt return 
of these cards assists us greatly in making preparations for next season during which 
we must continue to handle the details of Fuel Oil rationing. 


SOCONY-VACUUM OIL COMPANY, Inc. 


‘Frank E. Spencer, Manager, Fuel Oil Department 
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Write to Your 


Win CAN ACCOUNT FOR the big dif. 
ference in rate of customer turnover be. 
tween various fueloil distributors, and 
and sometimes between various markets? 
Obviously, if everyone knew the answer 
to that question, very few customers 
would ever change dealers. New custom 
ers are expensive to get, yet the fueloil 
man feels that he definitely should end 
each year with more customers than he 
started with, which means that he must 
more than replace those he lost. 


Customer turnover with some distriby 
tors in normal times has run as high as 
25 to 30 per cent, with others as lowas 
two or three percent. However he may 
go about getting these new ones, it is 
pretty generally agreed that the cost of 
getting the new customer, on direct sales 
operations, is higher than the net profit 
realized from him the first season. 

Starting in April or May of this spring 
most of the larger fueloil distributors are 
going to have salesmen out after con- 
tracts. First they will try their own cus 
tomers, naturally, but then they will put 
in a lot of time on your customers, suc’ 
cessfully more or less, depending upon 
what the customer thinks of you. 

There are some very simple explana- 
tions for customers changing suppliers, 
such as offering free burner service, a 
dramatized combustion testing story, pos 
sibly a cheaper price, but these are not 
the real reasons why customers change. 

Far more often, and basically at all 
times, it is because the customer has been 
made to feel that your company has little 
if any direct personal interest in his wel 
fare .. . that you just want to sell him 
some oil for his burner. With the cus 
tomer in that state of mind, the competi 
tor’s salesman, with good personality and 
a convincing talker or he wouldn't be a 
salesman, often finds easy picking. 
For all practical considerations, oil 
prices between companies are the same, 
quality variations are minor and delivery 
practices not greatly different. 

A little investigation will show that the 
companies with the lowest turnover rates 
are those that go out of their way to per’ 
sonalize their customer relations. Not 
many companies do this, other than teach 
ing the truck driver to be friendly. Few, 
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Oil Customers 


a very few, hunt for excuses to write per- 
sonalized letters to their customers. Some 
Eastern companies have been reported in 
past issues as engaging in this activity, 
notably Sherwood Brothers, who go so 
far as to use personal stationery. 

Frank Spencer, fueloil manager for 
Socony'-Vacuum at Chicago and former 
chairman of the Distribution Division of 
OHI, has been active in postcard mailing 
to customers, sending one on every excuse 
to say something. During rationing the 
messages were not hard to compose; since 





Frank E. Spencer 


the war ended only three have gone out, 
but he intends to get back to sending one 
a month. In each of the three postwar 
cards he has had a specific message, two 
of them price changes, and the third tell- 
ing non-automatic customers what to do 
if the phone strike materialized. 

Notice in the examples shown that rea- 
sons are given for the price changes, or 
on any of the other subjects, which very 
much eases the impact of a price rise. 

Not many fueloil distributors will ever 
bother to personalize relations with their 
customers, for it is work to think up the 
things to say, and also costs a few dollars. 

But to those companies that will take 
the trouble, customers will be definitely 
more secure, turnover will be lower be- 
cause the personality of the competitive 
salesman will seem superficial beside the 
Personality you have been building in the 
Customer’s mind. 
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S9 EAST VAN BUREN STREET 
CHICAGO 5, ILLINOIS 


PRICE. REDUCTION AND 
END OF FUEL OIL RATIONING 
Dear CusToMER: August 20, 1945 

This will confirm to you the fact that effective August 15th, fuel oil rationing was completely 
discontinued. Effective today, we are reducing our prices on Tank Wagon Fuel Oil deliveries 
to the extent of 3/10 of lc per gallon. 

These developments will enable us to supply all of our customers all of the fuel oil they need 
during the coming winter, as it is needed, and without the annoyance that has existed for the 
last three years incident to the handling of ‘uel oil coupons. 

We continue to recommend our “Weather Watching Service” and also urge that our cus- 
tomers let us fill their storage tanks either immediately or at our convenience before the coming 
of cold weather. We may have bad transportation and weather conditions this winter, and if 
so, despite the removal of fuel oil rationing, it will be very much to the advantage of our cus- 
tomers to have as much fuel oil in their storage tanks as possible before transportation or 
weather conditions become bad. 

We appreciate greatly the co-operation given us by our customers during the last three diffi- 
cult years of fuel oil rationing. No longer will it be necessary to heat only a portion 
of your home or to use the comfort of “Oil Heat” sparingly. Now, if the mornings 
or evenings are chilly, or even the days cold, you may feel perfectly free to turn up 
your thermostat! 


Heat SOCONY-VACUUM OIL COMPANY, Inc. 


Frank E. Spencer, Manager, Fuel Oil Department 


59 EAST VAN BUREN STREET . CHICAGOS, ILLINOIS 


FUEL OIL PRICE CHANGE 
Dear CusToMER: November 2, 1945 
Effective November 7, 1945, prices on Mobilheat Light Range, Mobilheat No. 1, Mobilheat 
(3) and Mobilheat No. 5, in all brackets will be advanced .3c per gallon. 


This restores prices on these grades of Mobilheat to the basis that existed from December 
30, 1942, to August 20, 1945. 


Mobilheat prices were voluntarily reduced on August 20, 1945, to eliminate the 3c as 
authorized to cover additional costs due to rationing. 

It is with full approval of the O.P.A. that those prices now be restored to offset, to a 
degree, increases in delivery and operating costs developed in the last several years. 

We are pleased that our customers have benefited by the lower prices in effect since ration- 
ing ended. This .3c increase amounts only to between 4% and 5% of the cost of tank wagon 
fuel oil, depending on the grades and quantities delivered. 


Under the existing conditions, we are confident that you fully understand the reason and 
justification for this nominal increase in price at this time. 


SOCONY-VACUUM OIL COMPANY, INC. 
Frank E. Spencer, Manager 
Fuel Oil Department 





59 EAST VAN BUREN STREET. CHICAGO 5, ILLINOIS 


IMPORTANT NOTICE—CAUTION 
January 11, 1946, 


Dear CusTOMER: 

Just in case the threatened Telephone Strike does materialize, we do not want any of our 
Mobilheat fuel oil custonters to be further inconvenienced by running out of oil because they 
cannot call us. 

WEATHER WATCHING Customers: You need have no particular concern, because de- 
liveries will be made to you automatically when needed. 

WILL CALL Customers: We suggest you carefully watch your storage to arrange for mailing 
your orders to us in time to provide sufficient advance notice for delivery. This is especially 
true where manually controlled Space heaters and, the processing use of fuel oil makes it im- 
possible for us to judge your requirements as being strictly controlled by weather changes. 

To those whose use is thermostatically controlled and have not requested Weather Watching, 
we have a general idea as to when you are due for oil, and although we cannot guarantee it, we 
will endeavor to advise you by postal card when our records indicate your storage is down to a 
level where you should order..Please heed such notices and immediately return ‘to us the de- 
tachable order card such a notice provides. 

As an item of general information, this heating season to January 1 has been 7.6% colder than 


~ 


last season and 15.3% colder than average: 
SOCONY-VACUUM OIL COMPANY INCORPORATED 
Frank E. Spencer, Manager 
Fuel Oil Department 
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Single Home Heat and Power 
Source Seen in Experiments 


J UDGING FROM RESULTS reported by 
Orion O. Oaks, chief engineer of the John 
B. Pierce Foundation, Raritan, N. J., to 
the 52nd Annual Meeting of the Ameri- 
can Society of Heating and Ventilating 
Engineers at New York, January 27 to 
30, it may be entirely practicable for an 
owner to have in his home one fuel-burn- 
ing device which will furnish the energy 
for house heating, hot water, refrigera- 
tion, cooking, baking, ironing, and gen- 
erating electricity for lighting and other 
purposes. Under present day arrange- 
ments, a typical house usually has sepa- 
rate apparatus for each of the foregoing 
functions. 

To the engineer, the use of separate 
forms of energy for several of these func- 
tions seems somewhat inconsistent and 
consideration has been given to the use of 
one energy source. The author describes 
a method of accomplishing this by em- 
ploying one fuel-using device which can 
use coal, gas or oil, and from which a hot 
liquid is circulated to various other ap- 
paratus to provide energy for the various 
functions. 

The liquid used is described by the au- 
thor as tetracresylicate, with a boiling 
point of over 800° and a solidifying point 
at 65° below zero. The experimental in- 
stallation developed by Mr. Oaks include 
a boiler, a unit heater, hot water heater, 
steam generator, refrigerator, and cook- 
ing unit. 

Fuel is burned in the boiler or primary 
generator, which is of the liquid tube, 
liquid wall type, with a built-in econo- 
mizer and a built-in air preheater. In this 
unit, reported to operate at an overall efh- 
ciency of over 80%, the liquid is heated. 
The liquid is then circulated through 
highly insulated piping to other units, in- 
cluding the house heating unit which is a 
liquid tube air heating type with all of the 
customary features, and where the heat 
is transferred to water which is circulated 
in to radiators, convectors, or radiant 
panels, as desired. A second heat ex- 
changer is the hot water supply unit with 
submerged hot liquid coils. 

The refrigerating unit is of the stand- 
ard absorption type as distinguished from 
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a mechanical compressor type (the well- 
known gas refrigerator is an absorption 
type device), the source of energy for the 
absorption refrigeration process being the 
heating liquid from the primary gen- 
erator. 

The cooking unit consists of metal pots 
of various sizes which are depressed in’ the 
insulated working table. Fitted to these 
metal pots are cooking utensils or liners 
which are provided with insulated metal 
covers. Set flush with the work table are 
a service hot plate and a flat surface 
griddle to be used for all surface cooking 
and frying. The baking unit, which may 
be located separately or built into the 
work table, consists of a compartment, or 
compartments, conforming to standard 
oven dimensions and is provided with 
raise-up or open-out flush mounted doors 
as desired. In other words, the food is 
cooked by use of radiant heat and the 
author reports that the time for cooking 
by this method is approximately half that 
necessary for conventional methods. _ ' 

Hot liquid circulates through the sys- 
tem at atmospheric pressure; therefore, 
an expansion tank is used to absorb the in- 
creasing volume of the liquid as the tem- 
perature increases. This vessel is cylin- 
drical in form and is provided with an 
inlet connection from the high point of 
the system and an overflow pipe which 
discharges to the atmosphere through a 
low pressure relief valve. A motor driven 
centrifugal pump is used to circulate the 
liquid throughout the various units and 
return it to the generator for re-heating 
and recirculation. 

When required, electric energy is pro- 
duced by means of a heat exchanger or 
boiler producing superheated steam at 
pressures varying from atmospheric to 
750 pounds per square inch. This steam is 
utilized in driving a steam turbine con- 
nected to a generator to produce electric 
current of whatever characteristics may 
be required. 

The underlying reason for possible sav- 
ings when using the liquid heat consoli- 
dated unit is the fact that all energy con- 
versions are said to be 100 per cent efh- 
cient, excepting in the primary generator. 
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By concentrating on the efficiency of thie 
primary generator and reducing the log 
through radiation by utilizing improved 
types of insulating materials, trangmig 
sion losses are reduced to a minimum, and 
the over-all efficiency of the entire equip 
ment is raised to a material extent. 

The apparatus is not yet ready for the 
market, the purpose of the investigatig 
reported being to demonstrate the prac 
ticability of the concept. 
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National Modern Homes Exp, 
To Be at New York in May 


A NATIONAL MODERN Homes Exposition, 
first since the war, will be held at New 
York’s Grand Central Palace in May, it 
was announced January 28 by Matthew 
G. Ely, chairman of the metropolitan As 
sociation of Real Estate Boards. 

Mr. Ely said that the real estate boards 
of the Metropolitan Area will be in 
cluded among the sponsors of the 1946 
show. 

Citing the acute shortage of homes and 
apartments in the New York area and 
plans now being started to alleviate th 
situation, Mr. Ely pointed out that th 
Real Estate Boards are naturally inter}’ 
ested in having brought to the attention 
of the public the manifold new develop: 
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V 
ments in housing during the past few fe 
years with which the public is still not 2 
conversant. . te 


“The Real Estate Boards in the Metro C 
politan Area have been glad to join with 
the other organizations which will par 
ticipate in the sponsorship of the Na- 
tional Modern Homes Exposition, which 
they believe will be a service to the public 
in advancing the newest ideas and of ax 
sistance to overcome the acute dwelling 
shortage. We do so because we believe 
that the National Modern Homes Expos’ 
tion will do a great deal toward public 
education in the field of home building, 
renovating, financing, locating and serv 
icing.” 

The dates for the Exposition have been 
announced as May 4 through May 11. It 
will be held at Grand Central Palace un , 
der the management of the Campbell: 
Fairbanks Expositions, Inc., and_ the 
United Expositions Corporation. y 

The 1946 Homes Exposition will be the 
first national show of its type since before ‘ 
the war. 








SS eee ee +L ee a CT I OE RI COLE ST TS AE AS RRNE ss 















a 


Segoe ates Ie 


fee 
_ 2 
_— 
roe 
an 
te) 
int 
ert 
eck: 
a. 
my 
i. 
fx 
ig 
as oY 
Ce 
= 
. S 
‘154 
rm; 
is? 


‘Manufacture i Dependable Performance o> 






ESS TINIE SNARE CY PRR meen ad, geet 


Webster Electric Transformers 


Webster Electric Ignition Transformers have always been recognized 
for their high quality construction and long-life dependability. Below 
we lista few of the features which have made these products worthy 
team-mates for Webster Electric Fuel Units as ‘The Sign of a Good 
Oil Burner.” 


1. Easy interchangeability. 4. Convenient location of terminals for 


2. Smaller sizes for draft tube every type of connection. 


adaptation. 5. Separate mounting plates for exact 


3. Extra sized junction boxes for replacement. 


easy connections. 6. Listed by Underwriters’ Laboratory. 


Watch for 
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A New Webster Electric Product For Better 
Control of Warm Air Distribution 
THERMODRIVE will provide a new conception in the distribution of 


warm air by forced warm air furnaces. It will produce results hereto- 
fore unattainable. Watch for details. 
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"Where Quality is a Responsibility and Fair Dealing an Obligation 
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Servicing One-Pipe Steam Plants 


Attention Must Be Given gphjRate, Boiler Water, and Vent Valves 


By 
J. W. Schulz 


Py esat SYSTEMS equipped with radiator 
vent valves are well liked by many en- 
thusiasts for boiler heating. At rock bot- 
tom first cost for the equipment, these men 
say, such systems give all the benefits of 
radiator heat and summer-winter hot 
water. 

Though simple and rugged, these steam 
plants need certain expert attention to 
make them work properly and to keep 
them in good condition. Early in the his- 
tory of oilheating it was learned that a 
burner owner invariably blames the burn- 
er for cold rooms, inability to heat the 
house on coldest mornings, bumpy heat- 
ing, knocking steam mains, and other 
heating plant trouble. When an oilfired 
steam plant needs adjustment or repair, 
the oilburner man is called. Either he gives 
the steam plant proper attention or it does 
not get it. : 

Simply removing a faulty radiator vent 
valve and screwing in a new one can turn 
a stone cold radiator into the hottest radi- 
ator in the house. Ten minutes’ work ad- 
justing half a dozen vent valves can make 


the favorite rooms warmer and the other 


rooms cooler, and save 20% of the oil 
used previously. Replacing steam main 
quick vents calls for one wrench and a 
few minutes’ work. Correcting boiler 
water trouble usually is simple work, and 
so is giving proper attention to low water 
cut-outs and boiler feeders. The follow- 
ing case histories about usual and unusual 
service problems in one-pipe steam plants 
bring out these points. 

(a) Asked by the fueloil company to 
find the reasons for high oil bill com- 
plaints, a service man spent half a day at 
the house, tuned the burner, and indi- 
cated his assignment had been completed, 
but the complaints continued. After the 
burner had been re-checked for draft, 
COz and stack temperature, the oil man 
insisted on taking the service man through 
the rooms of the house, which he had not 
seen before. Finding a big radiator in the 
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living room cold when several other radi- 
ators were hot, the fueloil man took out 
its radiator vent valve. There was a big 
“whoosh” of escaping air and the radia- 
tor filled with steam. Attempts to blow 
through the vent valve proved it tight 
plugged. Replacing eight dilapidated radi- 
ator vent valves gave the owner better 
heat on two-thirds the oil he had been 
using. a 


Clean Water Essential 


(b) The radiators heated slowly though 
2.0 gph was being fired for about 400 sq. 
ft. of standing radiation, so a burner deal- 
er asked the owner if the boiler water was 
clean. The owner nodded at the gauge 
glass, full of crystal clear water, and said 
that as the water stayed clear he had not 
even fixed the boiler drain cock, broken 
years ago. The dealer opened the drain 
cock with a Stillson wrench. Mud thicker 
than grease oozed out. Eight pails of muck 
were coaxed from the boiler, a new drain 
cock was installed, and proper chemicals 
and clear water were used for thorough 


flushing. The radiators then heated as they ° 


should. The dealer explained that a gauge 
glass often fills up with clear distilled 
water even with mud in the boiler, since 
steam condenses in the upper part of the 
gauge glass and forms clear water which 
fills the lower part of the glass. “Bounce” 
of the water in a gauge glass tells nothing. 
Many boilers, especially when hard-fired, 
show a bouncing water line with the boil- 
er water in excellent condition, whereas 
other boilers show no water line bounce 
when loaded with dirty water. 

(c) This new apartment house was 
heated by a well-designed steam plant 
equipped with excellent vent valves, yet 
the janitor complained that the radiators 
went on strike. He had to remove the vent 
valves, shake water out of them and blow 
through them. Check-up proved that 
many vent valves were screwed only a 
turn or two into the radiators, and that 
this waterlogged the modern vent valves 
(see Diag. 1). A tap was used to enlarge 
radiator tappings where vent valves could 
not be screwed in far enough without risk 


of damaging them or making them diff. 
cult to remove later. The diagram does 
not show a particular make of vent valve, 
for this trouble has occurred with more 
than one make. 

(d) A radiator used only occasionally 
would become hot when turned on during 
mildly cold weather, but would not heat 
during severe weather. Trying different 
vent valves provided no cure. A careful 
check-up, finally made, showed that with 
the burner idle only about half an hour 
on very cold days, the radiators already 
turned on tended to “hog” the steam. 
Condensing of steam in them after the 

















WRONG - Vent valve 


waterlogs because of 
improper installation 


RIGHT ~Valve screwed 


properly into radiator 











Diag.1 


burner stopped created a slight vacuum in 
them. During its normal “on” period, the 
burner failed to raise the boiler pressure 
appreciably above atmospheric pressure, 
thus there was no pressure to drive the 
air from a cold radiator which was just 
turned on. To end the complaint, the gph 
rate of the burner was increased enough 
to give the desired results. 

(ec) No changes had been made to this 
heating plant, but the “false water line” 
(ie, the level of water in the vertical pipe 
which connects the end of the steam main 
with the wet return line) apparently be- 
came higher and higher until the far end 
of the steam main was flooded with water. 
When the plant was new, removing the 
quick vent at the end of the steam main 
had permitted live steam to escape. After 
the trouble developed, water poured out 
when the quick vent was removed. Check- 
ups showed nothing wrong with the steam 
main and no increase in load or firing 
rate, therefore the contractor concluded 
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that the return line was no longer taking 
water back to the boiler fast enough. 
However, the major job of uncovering 
and inspecting the entire wet return line 
proved it in A-1 condition. The trouble 
continued. Finally a laboratory check-up 
was made on the boiler water. The diag- 
nosis which led to easy ending of the 
trouble was this: Oil and other foreign 
substances in the boiler water caused a 
great deal of water to “carry over” into 
the steam main; at the boiler, water 
splashed up into the steam main along 
with the steam. As the boiler header was 
not dripped at the boiler, once in the 
steam main this water travelled the length 
of the main, then dropped to the wet re- 
turn and travelled through it back to the 
boiler. This overloaded the wet return 
line, giving it possibly five or ten times 
the amount of water it was designed to 
handle. Water slugs struck and damaged 
the quick vent at the end of the steam 
main, and the end radiators and ‘end of 
the steam main flooded at times. Clean- 
ing the boiler properly and winding up 
with boiler water which steamed freely 
ended the trouble. 


Control Trick 
(f) The dealer who had installed the 


burner in this 18-room pretentious. home 
understood modern heating problems 
thoroughly and knew that the complaints 
about bumpy heating were caused by the 
excessive steam radiation. He was in no 
position to find fault with the heating 
plant, however, as it had been installed 
only a few years earlier and had been 
laid out by the friendly representative of 
a large equipment manufacturer. Then 
the trouble increased because rock wool 
insulation was installed over the top floor 
ceilings and in all the outside walls. Much 
oil was saved by the reduction in heat loss, 
but the oilburner ‘‘off” periods of course 
became considerably longer. I developed 
the control layout shown in Diag. 2 for 
this installation, and since have used it to 
end other complaints involving bumpy 
heating caused by excessive steam radia- 
tion. Consider the contacts of Control A 
open, for this is an’ outside thermostat, 
“on” only when the outside temperature 
is below about 25°. With Control A 
normally “off,” then, Control B is in 
series with the regular room thermostat. 
Simply a surface-mounted temperature 
control, usually set between 100° and 
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Diag. 2 


140° as needed to secure oilburner “on- 
off” recorder charts which please us, Con- 
trol B stops the burner when the radiators 
are about one-third full of steam. To get 
more or less heat with Control B holding 
back the oilburner, the control setting is 
adjusted or the position of the control on 
the radiator is altered. The object is to 
get the kind of heat which would be ob- 
tained with the radiators about half the 
size they are, and to eliminate long oil- 
burner “off” periods which cause the 
radiators to become cold and stay cold for 
two or three hours on typical winter days. 


* When the outside temperature drops low 


enough, say to about 25°, Control A 
snaps “on”, shunting Control B and elimi- 
nating the hold-back feature. Far from 
expensive and elaborate, this control rig 
is made up of equipment most control ex- 
perts have on hand and can easily alter to 
adapt to the purpose. On experimental 
projects it has ended bumpy heat com- 
plaints when applied with patience and 
help from “on-off” and room temperature 
recorders. Such a simple control layout 
as this is, of course, far from able to ob- 
tain results comparable to those given by 
the new highly developed control systems 
made for better homes and larger build- 
ings. 

(g) On this installation where the 
water line of the boiler rose a few inches 
every day and made it necessary to drain 
water ever so often, the dealer first 
blamed the water feeder of ancient design. 
Unable at first to sell the owner the new 
water feeder he should have had, the 
dealer had his service man try to grind in 
the valve of the old feeder. The water line 
of the boiler continued to rise every day, 
and again the valve of the feeder received 
attention. Even this did not cure the 
trouble. Then the service man had an in- 
spiration. Instead of following the deal- 


er’s orders and trying once more to fix the 
water feeder, he closed the valve in the 
water input line to the feeder. The water 
line of the boiler still went up. The 
trouble? A porous coil in the indirect 
water heater. The service man proved this 
by taking the pressure off the hot water 
storage tank and water heater for a two- 
day test. 

(h) Although he had bought a set of 
vacuum valves elsewhere at a high price, 
this home’ owner complained to his regu- 
lar serviceman, the heating plant behaved 
no better than with its old valves. The 
serviceman explained that three steps will 
alter an ordinary one-pipe steam plant so 
that it develops a satisfactory vacuum. 
First, replace every radiator vent valve 
and steam main quick vent with a vacuum 
type valve. But the best. Second, use 
positive methods to locate and seal every 
air leak in the system. One remaining leak 
can prevent good vacuum operation. As 
one method, turn off half the radiators 
and put ten pounds steam pressure on the 
rest, then look for steam and water leaks. 
Later, turn off the radiators which have 
been tested and test the others under the 
same steam pressure. Third, install a good 
combination gauge for boiler pressure and 
vacuum, and learn by watching it if the 
system develops a satisfactory vacuum 
after the burner stops. Check the maxi- 
mum vacuum at the start of each heating 
season and several times during each sea- 
son. 

After improvements had been made by 
the serviceman, this particular system de- 
veloped a maximum vacuum of 22” after 
the burner stopped. The man declares he 
will install a suitable vacuum breaker, to 
limit the maximum vacuum or break it 
when the burner starts, if the system 
shows a need for this. So far it hasn't. 

Of course, experts argue about the ex- 
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tent to which typical oilfired plants are 
improved by fitting them with vacuum 
type specialties. Still, this is not de- 
batable: If vacuum specialties are in- 
stalled in an effort to improve a one-pipe 
steam plant, the plant should be rid of air 
leaks if necessary to permit it to develop a 
vacuum, and a gauge which reads 
vacuums should be used to find out 
whether or not the effort to develop a 
vacuum has been successful. 

(i) Water in the steam mains crippled 
this installation. It was put there not by 
dirty, oily boiler water, but simply by 
having the boiler water line too high. Be- 
cause the low water cut-out had been in- 
stalled too high, the owner kept the water 
glass three-quarters full. That was with 
the burner idle and the boiler not steam- 
ing. When the round cast-iron boiler 
started to steam, the water line rose two 
or three inches as it often does in such 
boilers. Wet steam and water in the 
mains was the result. Good heating 
plant operation was obtained after the 
low water cut-out had been lowered to 
stop the burner when the water line was 
about to disappear from the gauge glass. 

(j) Here’s a new development for sys- 
tems with too much radiation and too 
little boiler capacity, which you would 
like to fire lightly without the penalty of 
poor distribution of steam to the radia- 
tors. 

The house in which the problem arose 
had 622 sq. ft. of standing steam radia- 
tion, although it could have been well 
heated by less than 400 sq. ft. Firing the 
burner 1.5 gph caused it to run few hours 
on a January day (the burner used about 
13 gallons of oil a day in January) but 
caused certain radiators to stay cold. The 
objective was to fire the boiler lightly for 
steady heat, low stack temperature, and 
fuel economy, yet to have the steam dis- 
tribute properly to the different radiators. 

Diag. 3 shows the development of the 
idea. “A” shows two vent valves on a 
large radiator or any radiator which 
proves especially slow to heat. ““B” shows 
a steam main quick vent on the riser in 
addition, a feature highly effective for 
very large radiators some distance from 
the mains of commercial heating systems, 
but likely to be an eyesore in domestic 
systems. “A” and “B” were developed by 
‘ the author and have been recommended 
for trouble jobs for several years. 


“C” shows the new development for 
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systems fired too lightly for steady burner 
operation to fill all the radiators with 
steam within 90-minutes of a warm start. 
The end of the radiator which connects to 
the steam line and heats first is vented by 
an exceptionally fast vent valve. At the 
other end of the radiator, at the usual 
vent valve location, is a valve which gives 
relatively slow venting. The last-section 
vent valve emits air at about one-quarter 
the rate of the first-section vent valve. 
Every radiator in the system is fitted with 
two vent valves according to this pattern. 
With the system starting to steam there is 
virtually a quick-vent at every radiator 
through which the air breathes out freely 
to permit steam to reach the radiator 





First-Section Vent 
gives fast venting 


Last-Section Vent 
gives slow venting 


@® Two vent valves \ 






© New development 
for good heat dis- 
tribution under 
adverse conditions 
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promptly. As soon as steam reaches and 
closes the first-section vent, the radiator is 
vented only by the last-section vent, of 
relatively low air capacity. Where one 
radiator has tended to stay cold until after 
the others heated, this idea favors that 
radiator heavily by providing it with five 
times the normal venting rate which is 
provided for any radiator which receives 
steam first. The result is much like keep- 
ing the vent valve out of a slow-to-heat 
radiator until steam reaches the radiator, 
since whether you do this by hand or 
through use of first-section and last-sec- 
tion vent valves, the slow-to-heat radia- 
tor simply is vented at an extraordinarily 
fast rate until steam reaches it. The com- 
bination of this idea with the controls 
shown in Diag. 2 has permitted obtaining 
exceptionally good results in several 
homes which previously were not heated 
after a fashion complimentary to oil fir- 
ing. 

This set of general pointers for servic- 
ing one-pipe steam plants has been used to 
educate to steam heat men who previous- 
ly knew much about oilburners and con- 


trols but little about heating: 


> 


1. Check the firing rates of steam 
plants carefully. Avoid needless over. 
firing, which wastes fuel. But make sure 
the flame is large enough so that a proper. 
ly vented system heats every radiator 
properly before the burner stops after 
running its usual length of time. 

2. Don’t forget that a steam boiler 
must have clean water if it is to steam 
easily and freely. Water which has been 
in a boiler five years without draining and 
flushing, and which looks like tomato 
soup when you open the bottom drain 
cock, does not help the cause of low oil 
bills and satisfied users of oilheating 
equipment. To be able to handle every- 
day problems, a serviceman must learn 
the in’s and out’s of using proper chemi- 
cal treatment for cleaning dirty boilers. 
As with everything else, there are the 
good and bad trademarked compounds 
for treating boiler water and cleaning 
boilers. The expert should know the 
“How” and the “Why” of the compounds 
he uses and recommends to boiler own- 
ers. 

3. Working on one-pipe steam plants, 
you can’t get results without having good 
vent valves and steam main quick vents 
on hand—any more than you can get re- 
sults from pressure burners without hav- 
ing new nozzles on hand. Make careful 
decisions about the makes of venting 
specialties you will use as standard equip- 
ment. Aim to buy the best: Always keep 
a supply of radiator vent valves and steam 
main quick vents on hand in your tool kit 
or automobile. It’s good, also, to keep 
with you at least one steam pressure 
gauge you know you can believe. 

4. Make sure that none of your cus 
tomers’ steam boilers is ruined by low- 
water or no-water! Minimum protection 
lies in a low water cut-out. The modern 
practice is to install a combination feeder 
and low water cut-out, for only it can 
free the owner’s mind of thinking about 
the boiler needing water, thus only it 
gives truly automatic operation of a 
steam boiler. Bear in mind that it is not 
becoming for owners of modern heating 
plants to have to go down the basement 
every so often and let some water into 
the boiler. 

5. Give due attention to adjusting 
properly the controls of the steam plants 
you service. Test the pressure control of 
each plant regularly to make certain it 

(Continued on page 111) 
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ma Nobody knows better than you 
how quickly extra service can eat up 
the profits in an automatic heating 
installation—how repeated call backs 
create a dissatisfied customer who 
can ruin your chances for other sales 
in the neighborhood. 

That’s why you owe it to yourself 
to look at Heil before you stake your 
profits in °46 on any other line. You 
need never worry about a Heil unit 
letting you down on the promises 
you make for it— need never be afraid 
of getting untried designs rushed 
into production to meet a seller’s 
market—and when you look inside 
the jackets of this new Heil line 
you’ll find the reasons why. 


HEIL’S SOUND ENGINEERING MEANS DEPENDABILITY 


Examine every detail and you’ll see the pains- 
taking efforts of Heil designers to make every 
model as free from service as engineering skill 
can devise. Check every point where other units 
have failed in the past and you'll find that Heil 
provides the greater strength and sounder design 
which your own experience will assure you means 
long, trouble-free operation. Compare materials 
and construction, in part after part, and you'll 
know the reasons for Heil’s reputation of un- 
compromising quality ... the reasons for Heil’s 
notable record of uninterrupted service during 
the trying war years. Now, improved postwar 
designs offer even greater dependability and 
freedom from service. 

Notice, too, the more accessible arrangement 
of all parts requiring maintenance or adjust- 
ment—how fans, belts, pulleys, filters, flues, 
controls and burners are easier to get at—and 
you'll realize why Heil’s advanced engineering 
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also saves you time and money on those infre- 
quent occasions when these units may require 
attention. Heil’s greater accessibility and iden- 
tical construction features throughout the line 
also save you money by lightening your service 
training problems. 


CHOOSE HEIL—THE FRANCHISE WITH A FUTURE 


Make no mistake about it—the day is here when 
you need not only equipment that’s designed to 
sell and stay sold, but a franchise that’s written 
with your profits in mind as well. You’ll find 
Heil far and away the friendliest and most co- 
operative supplier you’ve ever dealt with—you’ll 
find your quotas based on realities and your sell- 
ing aids designed the way you like to have them 
to meet the peculiar problems of your territory. 
Mail the coupon today for Heil’s new booklet 
that answers the dealer’s questions about the 
complete new line that will put you out in front 
in *46. 

MANY VALUABLE TERRITORIES STILL OPEN 


De. SOS SM SR Se AE EE GSE 
The Heil Co., Dept. F-2 

Milwaukee 1, Wisconsin 

Send me your dealer pre-view book show- 
ing full-color reproductions of the new 
Heil models and complete details about 
the Heil franchise, Merchandising Assist- 
ance and openings in my territory. 
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COMPARATIVE COSTS OF HEATING WITH 

































































eae. 
A B : 
; BITUMINOUS COAL 
GAS OIL : 
(Hand-fired without controls) 
100,000 B.t.u. 140,000 B.t.u. (s 2 
ee note below’) /-————_— 
per therm per gallon = 
Heating Unit| Heating Unit Heating Value in B.t.u. per pound — 
DESIGNED] CON- —S 
COST FOR  |VERTED TO Low | Medium High a 
t' Oil Burning | Oil Burning — 
— . g 10,000 | 10,500 | 11,000 | 11,500 | 12,000 | 12,500 | 13,000 | 13,500 | 14,000 Silk 
— COST —] 
(See note below’) (cents per gallon) COST (dollars per ton) — 
3.0 4.2 3.7 4.10 4.35 4.55 4.75 4.95 5.15 5.30 5.55 La 
3.2 4.5 3.9 4.40 4.60 | 4.85 5.05 5.30 5.50 5.70 5.95 6.15 
3.4 4.7 4.2 4.65 4.90 5.15 5.35 5.60 5.85 6.10 6.30 6.55 ie 3 
3.6 5.0 4.4 4.95 5.20 5.45 5.70 5.95 6.20 6.45 6.70 6.95 
3.8 5.3 4.7 5.20 5.50 ew fo 6.00 6.25 6.55 6.80 7.05 7.30 
4.0 5.6 4.9 5.50 5.80 6.05 6.30 6.60 6.90 Tits 7.45 7.70 — 
4.2 5.9 5.1 5.75 6.05 6.35 6.65 6.95 7.20 7.50 7.80 8.10 
4.4 6.1 5.4 6.05 6.35 6.65 6.95 i pe 7.55 7.85 8.15 8.45 
4.6 6.4 5.6 6.30 6.65 6.95 7.25 7.60 7.90 8.20 8.55 8.85 _—s 
4.8 6:7 5.9 6.60 6.95 ae 7.60 7.90 $225 | - 8.60 8.90 _ 9.25 
5.0 7.0 6.1 6.90 7.20 7.55 7.90 8.25 8.60 8.95 9.30 9.60 
5.2 7.3 6.4 7.15 7.50 7.85 8.20 8.60 8.95 9.30 9.65 10.00 a 
5.4 7.5 6.6 7.45 7.80 8.15 8.55 8.90 | * 9.30 9.65 | 10.00 10.40 
5.6 7.8 6.9 7.70 8.10 8.45 8.85 9.25 9.60 10.00 10.40 10.80 
5.8 8.1 7.1 8.00 8.40 8.75 9.15 9.55 9.95 10.35 10.75 11.15 —. 
6.0 8.4 7.3 8.25 8.65 9.05 9.50 9.90 10.30 10.75 11.15 11.55 
6.2 8.7 7.6 8.55 8.95 9.40 9.80 10.25 10.65 11.10 11.50 11.95 
6.4 8.9 7.8 8.80 9.25 9.70 10.10 10.55 11.00 11.45 11.90 12.30 —— 
6.6 9.2 8.1 9.10 9.55 10.00 10.45 10.90 11.35 11.80 12.25 12.70 
6.8 9.5 8.3 9.35 9.80 10.30 10.75 11.20 11.70 12.15 12.60 13.10 
7.0 9.8 8.6 9.65 10.10 10.60 11.05 11.55 12.05 12.50 13.00 13.45 — 
7.2 10.1 8.8 9.90 10.40 10.90 11.40 11.90 12.35 12.90 13.35 13.85 
7.4 10.3 9.1 10.15 10.70 11.20 11.70 12.20 12.70° | 13.25 13.75 14.25 
7.6 10.6 9.3 10.45 10.95 11.50 12.00 12.55 13.05 13.60 14.10 14.65 a 
7.8 10.9 9.6 10.70 11.25 11.80 12.35 12.85 13.40 13.95 14.45 15.00 
8.0 1.2 9.8 11.00 +} 355 12.10 12.65 13.20 13.75 14.30 14.85 15.40 
8.2 11.5 fo.0 11.30 11.85 12.40 12.95 13.55 |. 14.10 14.65 15.20 15.80 = 












































*NOTE: To find your local Gas cost in cents per therm, divide local market price in cents per 1000 cubic 
feet (your local gas company can give you the figure that applies in your case) by the number of therms in 
1000 cubic feet (see below). 








er Pen eS 05, ta oo Seal be ee eee deed. Manufactured Mixed Natural 
OE OM 5's 5 es ick ssa ceeboriccherysbe cs 500 600 700 800 900 1000 1100 
Number of therms in 1000 cu.'ft.; oe a. 5.0 6.0 7.0 8.0 9.0 10.0 11.0 














* NOTE: Heating value in B.t.u. per pound for a given Coal or Coke may be obtained-from your fuel 
dealer. All heating values of Coal are based on commercial conditions with normal moisture. 


* NOTE: Comparisons in the Table are based on the assumption that the fuels are burned in the same build- 
ing and in the same heating system; reasonably well operated and properly adapted to the fuel in use. The 
costs shown for each type of fuel are based upon average values of the “over-all house efficiency,” as deter- 
mined at the University of Illinois from extensive tests conducted in two research homes where the heaters 
were located in the basement. “Over-all house efficiency” represents that portion of heat in the fuel which is 
actually used for heating the entire house. Such an efficiency may be affected by differences in house con- 
struction, living habits, heating plant design, by installation and by operating controls. 
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VARIOUS FUELS IN THE SAME BUILDING“ 








D 
BITUMINOUS COAL (Hand-fired with controls) 
BITUMINOUS COAL (Stoker-fired) 
ANTHRACITE (Hand-fired without controls) 
COKE (Hand-fired without controls) 


ANTHRACITE (Hand-fired with controls} 
ANTHRACITE ( Stoker-fired) 
COKE (Hand-fired with controls) 





Heating Value in B.t.u. per pound 





Low | Medium | High 


Heating Value in B.t.u. per pound 








10,000 | 10,500 | 11,000 | 11,500 | 12,000 | 12,500 | 13,000 | 13,500 | 14,000 


Medium 


| 


High 





12,000 | 12,500 | 13,000 | 13,500 | 14,000 














COST (dollars per ton) 


COST (dollars per ton) 

























































































4.85 5.10 5.35 5.60 5.85 | - 6.10 6.35 6.60 6.80 7.20 7.50 7.80 8.10 8.40 
5.20 5.45 5.70 6.00 6.25 6.50 6.75 7.00 7.30 7.70 8.00 8.30 8.65 8.95 
5.50 5.80 6.10 6.35 6.65 6.90 7 20 7.45 7.75 8.15 8.50 8.85 9.20 9.55 | 
5.85 6.15 6.45 6.75 7.05 7.30 7 60 7.90 8.20 8.65 9.00 9.35 9.70 10.10 
6.15 6.50 6.80 7.10 7.40 7.70 8.05 8.35 8.65 9.15 9.50 9.90 10.25 10.65 
6.50 6.85 7.15 7.50 7.80 8.10 8.45 8.80 9.10 9.60 | 10.00 10.40 10.80 11.20 
6.85 7.15 7.50 7.85 8.20 8.55 8.90 9.20 9.55 10.10 10.50 10.90 11.35 11.75 
7.15 7.50 7.85 8.25 8.60 8.95 9.30 9.65 10.00 10.55 11.00 11.45 11.90 12.35 
7.50 7.85 °8.20 8.60 8.95 9.35 9.70 | 10.10 | 10.45 11.05 11.50 11.95 12.40 12.90 
7.80 8.20 8.60 9.00 9.35 9.75 10.15 10.55 10.90 11.55 12.00 12.50 12.95 13.45 
8.10 8.55 8.95 9.35 9.75 10.15 10.55 10.95 11.35 12.00 12.50 13.00 13.50 14.00¢ 
8.45 8.90 9.30 9.75 10.15 10.55 11.00 11.40 11.80 12.50 | 13.00 13.50 14.05 14.55 
8.80 9.20 9.65 10.10 10.55 10.95 11.40 11.85 12.30 12.95 13.50 14.05 14.60 15.15 
9.10 9.55 10.00 10.45 10.90 11.35 11.85 12.30 12.75 13.45 14.00 14.55 15.10 15.70 
9.45 9.90 10.35 10.85 11.30 11.75 12.25 12.75 13.20 13.95 14.50 15.10. 15.65 16.25 
9.75 | 10:25 10.75 11.20 | 11.70 | 12.20 12.70 13.15 13.65 14.40 15.00 15.60 16.20 16.80 
10.10 | 10.60 11.10 11.60 12.10 12.60 13.10 13.60 14.10 14.90 | 15.50 16.10 16.75 17.35 
10.40 | 10.90 11.45 11.95 12.50 13.00 13.50 14.05 14.55 15.35 16.00 16.65 17.30 17.95 
10.70 | 11.25 11.80 12.35 12.85 13.40 13.95 14.50 15.00 15.85 16.50 17.15 17.80 18.50 
11.05 | 11.60 12.15 12.70 | 13.25 13.80 14.35 14.90 15.45 16.35 17.00 17.70 18.35 19.05 
11.40 | 11.95 12.50 13.10 13.65 14.20 | 14.80 | 15.35 15.90 16.80 | 17.50 18.20 18.90 19.60 
11.70 | 12.30 | 12.85 13.45 14.05 14.60 | 15.20 | 15.80 16.40 17.30 | 18.00 | -18.70 19.45 20.15 
12.05 | 12.60 13.25 13.85 14.45 15.00 | 15.65 16.25 16.85 17.75 18.50 19.25 20.00 20.75 
12.35 | 12.95 13.60 14.20 | 14.80 | 15.45 16.05 16.70 | 17.30 18.25 19.00 19.75 20.50 21.30 
12.70 | 13.30 13.95 14.60 | 15.20 15.85 16.50 17.10 ¥?.75 18.75 19.50 20.30 21.05 21.85 
13.00 | 13.65 14.30 14.95 15.60 | 16.25 16.90 | 17.55 18.20 19.20 | 20.00 20.80 21.60 22.40 
13.35 | 14.00 14.65 15.35 16.00 | 16.65 17.35. | 18.00 18.65 19.70 | 20.50 21.30 22.15 22.95 
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rough-ourtesy of the Small Homes Council, University of Illinois 


INSTRUCTIONS FOR USE OF CHART 
To compare the cost of fuel selected as a base (Fuel No. 1) with another fuel (Fuel No. 2): 


Step 1. Locate in the proper vertical column the unit cost 
prevailing in your locality for Fuel No. 1. (For 
Gas see Section A; for Oil see Section B; for 
. Solid Fuels see Sections C, D, and E. Note that 
several firing methods and several heating values 

are shown for Solid Fuels.) 


Step 2. Read across the Table in the same horizontal line 
to locate in the proper column the comparative 
unit cost of Fuel No. 2. 


Step 3a. If the market price prevailing in your locality 
for Fuel No. 2 is greater than the cost indicated 
in Step 2, a change to this fuel will increase your 
total fuel bill. 


Step 3b. If the market price prevailing in your locality for 
Fuel No. 2 is less than the cost found in Step 2, 
a change will lower your fuel bill. 
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Column For 
Fuel No. 2 


Column For 
Fuel No. 1 





Unit cost of 
Fuel No. 2 


) <i 





Fe] 
Step 1 
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Unit cost of \} 
Fuel No. 1 
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Step 3 


A. | 


Compare this cost with 
your local market price 








71 














You Can Count 
on Cooperation 


The demand for Toridheet burners and equipment including our ‘‘package”’ 








units is greater than at any time in the history of this Company. We do 
not say this boastfully but with a deep sense of the obligations it creates. | 


Frankly, our plans for reconversion were well developed, and if all the 
conditions related to conversion were as favorable as the sales outlook, we 
would be much happier—and so would all those who are depending upon us! 


Never has the recognition of what has been accomplished in perfecting 
Toridheet Oil Burners, with their distinctive advantages, been higher. 
Reputation built on performance has spread widely, the obvious result 


being that demand has exceeded all expectations. 


You can count on the fact that we are treating all our customers with the 
same absolute fairness that has characterized our long history. When we 
get a ‘“‘break’’ you will get a break. Meantime, we ask your indulgence. 


Thanks for your friendly patience. 





Model S Rotary Burner 


TORIDHEET DIVISION 


CLEVELAND STEEL PRODUCTS CORP. -« CLEVELAND 2, OHIO 





Oil Burners + Air Conditioning Units +». Oil-Burner Boilers 
Coal and Gas Furnaces +» Oil Water Heaters 
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They’ve Always Enjoyed The Radio... 
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JEFFERSON’S 
RADIO 

INTERFERENCE 

BARRIER 





Another 
Jefferson “First” 


The development of radio and oil burners occurred about 











the same time. In both industries, Jefferson Electric Trans- 
formers have played an important part. 


For oil burner application, Jefferson engineers realized 
that in the design of the Ignition Transformers, provision 
against radio interference was a highly desirable feature. 


As a result the radio interference barrier grounded to the 
transformer case was incorporated in the transformer as 
covered by U. S. Patent No. 2,183,355 and Canadian Patent 
No. 386,609. This method which suppresses interference, 
plus the mid-point grounded design, have had much to do 
with the long years of excellent performance on the country’s 
leading makes of oil burners. JEFFERSON ELECTRIC 
COMPANY, Bellwood (Chicago Suburb), Illinois. In 
Canada: Canadian Jefferson Electric Co., mas 384 Pape 

Avenue, Toronto, Ont. 


IGNITION TRANSFORMERS 


JEFFERSON 
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YOU CAN 
S AN H.C.LITTLE DEALER 


6TH REASON WHY..-- 


“HERE’S THE 
MAKE MORE MONEY A 





THE QUIET OPERATION OF 
AN CZ OIL BURNER 
IS IDEAL FOR DOMESTIC 
INSTALLATIONS { 





For example, in an Arcola 
installation, which must be 
absolutely silent, the quiet 
operation of the H. C. Little 
oil burner makes it the per- 
fect burner for the job. 





In the operation of the H. C. Little vaporizing 
oil burner there is no hum-no vibration— none 
of the objectionable roar or pulsation often 
found in mechanical burner installations. 


Quiet burner operation is an important 
sales point, which H. C. Little dealers use to 
good advantage. Quiet operation makes the 
H.C. Little oil burner ideally suited to domestic 
installations, especially in smaller homes. 


The unusually quiet operation of the 
H. C. Little oil burner cannot be illustrated 
with charts or proved in-a photograph. How- 
ever, it can be demonstrated. If you are interested, 
write for the name of your nearest H. C. Little 
distributor, who will be glad to show you an 


H. C. Little burner in actual operation. We 
think such a demonstration will give you a 
better idea of why you can make more money 
as an H.C. Little dealer. 











National Burner Show and 
Convention Being Shaped 


A CONVENTION PROGRAM which will pro- 
vide a week of activity for the period of 
the National Oil Heat Exposition at 
Philadelphia, April 23 to 27, is being 
planned by the show committee of Oil- 
Heat Institute. With the sale of the 
200th booth on January 25, the exposi- 
tion moved on to widen the margin over 
the biggest previous show. Toward the 
end of January 102 firms had engaged 
well over 200 booth spaces, and more 
exhibitors were being added daily. The 
previous high was 183 booths sold for 
the 1941 show at Philadelphia. 

Directors of the Distribution Division 
and the Accessory Division will meet at 
the headquarters hotel on Monday morn- 
ing, April 22, followed in the afternoon 
by the final meeting of the old Board of 
Directors. Tuesday the membership of 
the Distribution Division and the Acces- 
sory Division will hold their meetings in 
the morning, and adjourn to the exhibi- 
tion hall for opening ceremonies in the 
afternoon. 

Wednesday, April 24, has been desig: 
nated as Ladies’ Day, and a detailed pro- 
gram is being arranged. The new board 
of directors will hold their first meeting 
after the Annual Meeting of the OHI 
membership. Thursday is Dealers’ Day, 
and plans are not yet complete. The 
show closes Thursday evening to allow 
dealers and exhibitors to attend the an- 
nual dinner and dance. 

Friday opens with an open forum ses- 
sion at the hotel, following which most 
of the rest of the day will be devoted to 
engineering subjects. Saturday is Phila- 
delphia Day and the public invited. 

Thirteen new exhibitors have been 
added to the roster published in the Janu- 
ary issue. These are ABC of Phila- 
delphia, Automatic Devices, Cleaver- 
Brooks, Combustion Utilities, Dwyer 
Mfg., Electrol Mfg., Measurement Meth- 
ods, Morrison Products, Morse Lockhart 
& Morse, Oil Equipment Laboratories, 
Pemco, Plumbing & Heating Journal and 
Sheet Metal Worker, and Ray Burner. 


© 


Edward Boehm, Vice President and 
Treasurer of Gar Wood Industries. Inc., 
Detroit, has been elected a Director. He 
is also a Director of General Instrument 
Corp. 
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For months now we have been telling your customers 
about the advantages of heating their homes with Base- 
Ray Radiant Baseboards. 

The response has been terrific. Thousands of home 
owners all over the country have written us for further 
details and have received our literature on BASE-RAY. 

There is already a huge potential market for this new and 
improved method of Radiant Heating — a method which 
is practically invisible, amazingly efficient and so com- 
pletely ‘‘out of the way” that rooms become 100% livable. 


Export Department 


RADIANT HEATING 
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MEANS BUSINESS for You 


Purnkam poilerlor 


IRVINGTON, N. Y., Dept. FO 26 


tee aah DASERAY 


50 CHURCH ST., NEW YORK 7, N. Y. 
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BURNHAM’S NATIONAL ADVERTISING ON BASE-RAY 





This business is yours for the asking. Go out after it. 
Bring this competitive method of heating to the atten- 
tion of your customers and watch your sales go up. 

Make sure you are ready when you contact your 
customers, “Be fully informed, Write now for our 
special folder, “Ratings and Installation Guide on 
Base-Ray’”’. 

It tells you the whole story on Base-Ray’s advantages 
and what you need to know about ratings and installa- 
tion procedure. 
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Probable Burner Demand Up 
As Strikes Slow Output 


PROBABLE DEMAND for domestic oilburn- 
ers and units this year continues to in- 
crease in the face of labor unrest and 
continuing shortages. 

More than fifteen months ago FUELOIL 
& Om Heat estimated that there would 
be: 420,000 domestic oilburners sold in 
1946, the first postwar year. Of this total, 
284,000 were to be conversions from 
other fuels, predicated on a spendable in- 
come of $116 billion for the year. In spite 
of labor unrest predictions now forecast 
a spendable income of between $125 bil- 
lion and $130 billion this year. Assuming 
that the lowest estimated income figure 
were reached, this would indicate a de- 
mand for more than 306,200 conversions 
from other fuels, and 318,500 at the $130 
billion level of prosperity. The higher- 
than-estimated spendable income further 
would indicate about 90,000 replacement 
burners in 1946, against the prior esti- 
mate of 74,000. New homes were esti- 
mated to account for 62,000 oilburners 
in 1946, on a total of about 400,000 1- 


and 2-family houses to be built this year. 
In spite of urgent need. and governmental 
efforts that are being made to stimulate 
building, it is doubtful if that many 
homes will be built this year in 1- and 
2-family structures. 

Based on the expected level of pros- 
perity for this year the demand probably 
would be for nearer 450,000 domestic 
burners than for the previously estimated 
420,000, but there is little hope in the 
present outlook that domestic oilburner 
production will reach much more than 
half that figure. Settlement of present 
labor difficulties in the near future, and 
an all-out drive for full reconversion and 
production could give us enough burners 
to meet the fall demand. 

Labor unrest, which has become a se- 
rious national problem, has even greater 
and more immediate implications for the 
oilheating industry. In the face of rising 
demand for everything, including oil- 
burners, this industry apparently is facing 
its most severe period of shortages. Man- 
ufacturers who have been fighting for 
scarce parts may be looking for them in 
an absolute vacuum before long. 


The plants of Delco, General Electric 
and Westinghouse which have been 
struck by the Electrical Workers were 
important sources of oilburner motors, 
These plants supplied a larger proportion 
of burner motors in the last six months 
than they did before the war, due to the 
withdrawal of some of the other former 
suppliers from the market. This stop- 
page, of course, affects all manufacture 
of motorized appliances, and piles up 
even higher the tremendous backlog of 
demand for products. 

More basic, and with even wider impli- 
cations, is the steel strike which cuts off 
an important raw material at the source. 
Though copper wire may be available for 
motors and transformers, none can be 
produced without cases for the trans- 
formers and shafts for the motors. Pumps 
and fuel units, boilers, metal ducts, and 
almost every item of heating equipment 
is directly affected by a steel shortage, and 
new building necessarily must stop. The 
present supply of repair parts has been 
cut so low due to the demand: for new 
equipment, that there is danger of severe 
hardship if the strike is of long duration. 
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32 IMPORTANT 
New ENGINEERING 
ADVANCEMENTS 


51 BODY AND 
CHASSIS 
COMBINATIONS 


TWO GREAT 
FORD ENGINES— 
THE 100 H.P. V-8 

and the 
90 H.P. SIX 
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Industry Groups 


Activities of local and national indus- 
try associations are reported monthly in 
this department. Secretaries are invited to 
send reports of their group’s activities, to 
reach the editor by the 20th. 


Mass. Oil Heating Assn. 
Elects Officers and Directors 


The annual meeting of the Massachu- 
setts Oil Heating Association was held at 
Boston’s Fox & Hounds Club January 15. 


Entertainment was provided by seven 
past presidents of the group, who told 
each other what was good or bad about 
the way they had handled things while 
in office. 

New officers elected for 1946 are Max 
Seltzer, president, Clarence A. Warner, 
vice-president, and Fred W. Heaney, sec- 
retary-treasurer, succeeding Fred Beck- 
with who held the post for a number of 
years, and who will now devote his full 
association time to Oil-Heat Institute of 
New England. 

Directors are: A. B. Coup, John Dale, 
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Order a Sample Transformer for Your Pilot Model. 


See Us at Booth 442, National Oil Heat Exposition 
Commercial Museum—Philadelphia—April 23 to 27 


DONGAN ELECTRIC MFG. CO. 












Detroit 7, Mich. 
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A. M. Gear, A. E. Gustafson, J. A. 
Leone, T. J. Swan and C. Y. Woodbury, 


Wisconsin Oil Heat Association 


Holds Annual Dinner and Rally 


AT THE WISCONSIN HOTEL, Milwaukee, 
on Jan. 25, the Wisconsin Oil Heat Asso, 
held its third annual dinner and rally, 
The featured speaker was W. A. Mathe- 
son, President of OHI, and his subject 
was “Where Do We Go From Here?” 
Walter J. Schroeder announced the ap 
pointment of twelve committees. 


Iowa’s Master Plumbers Ass’n. 
Holds State Convention 


TELFORD LAREW, PRESIDENT OF THE 
Iowa’s Master Plumbers Assn., has an 
nounced that the annual state convention 
of the group will be held at the Montrose 
Hotel, Cedar Rapids, on April 28, 29, 30. 


ASH&VE Annual Meeting, 
January 27-30 


THE FIFTY-SECOND Annual meeting of 
the American Society of Heating and 
Ventilating Engineers was held in New 
York at the Hotels Commodore and 
Roosevelt, Jan. 28-30. A variety of sub- 
jects was presented at three technical ses- 
sions, including: A study of several coal- 
fired magazine-fed space heaters; appli- 
cation of high temperature liquid as a 
heat transfer medium; design procedure 
for the radiant panel systems; and branch 
take-off design and its effects on noise in 
duct systems. 


Northwest Petroleum Association 
Has Two-Day Annual Convention 


The 23rd Annual Convention of the 
Northwest Petroleum Association was 
held January 24 and 25 at the Hotel Ni 
collet, Minneapolis. Over seven hundred 
oil men from Minnesota and three sut’ 
rounding states were registered, and six 
hundred of these attended the banquet 
Thursday evening, which was the seating 
capacity limit of the banquet hall. 

Speakers were W. A. Matheson, presi’ 
dent of Oil-Heat Institute, whose talk is 
reproduced elsewhere in this issue, Ar 
thur R. Upgren, economist from the Uni 
versity of Minnesota, who talked on “The 
Business Outlook in Reconversion and 
After” and Warren C. Platt of “Na: 
tional Petroleum News,” who described 
some of his experiences in Europe. 

Second day speakers were June Hus 
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Let Your Business Reach a NEW HIGH .. . Put Paragon SELLING ACTION to Work for You! 











Call, Write, or Wire for Complete: Catalogue 





NOW: AVAILABLE 











oe Uil | Burner Corp. 5 FAST-SELLING- 
Bridgewater St. at Newtown Creek, B’klyn 22, W. Y. MODELS 





vise EVERGREEN 8- 4100 


‘ EAD 443 VALLEY 
'N NEW JERSEY CALL: 





ie 9 Serre ead sIguanecinmeenameanPaARONER! 


kinson of Minnesota Linseed Oil Paint 
Co., whose topic was “Industry Looks 
Ahead,” Robert Gray of FuELom & O11 
Heat, outlining the opportunities of oil 
men in smaller communities to expand 
their fueloil sales to achieve a year-round 
balanced volume, and Leroy L. Snider of 
Nebraska-Iowa Oil Co., Blair, Nebraska, 
who gave examples of business improve- 
ment for the oil jobber. 

Elwin E. Hadlick was re-elected presi- 
dent and secretary of the Association, and 
H. F. Horning re-elected assistant secre- 
tary. B. W. Smith of Minneapolis was 


elected treasurer of the Northwest group. 

Directors elected for three year terms 
were Chas. J. Reiff, Kent, Minn., Angus 
T. McKay, Rush City, Minn., George G. 
Kray, Clara City, Minn., Leo M. Maland, 
Frost, Minn., William G. Hanson, Lari- 
more, N. D., and Eric C. Koehler, Tap- 
pen, N. D. 

Thirteen other directors were held over 
to complete their terms. These are Fred 
Bottemiller, R. G. Cornelison, D. M. 
Dickey, A. L. Folkestad, Kernel H. Hel- 
gerud, C. H. Howells, Carl Hvidsten, Ed 
H. Ness, Fred Roney, Harm Smook, 





SILOO 
FUEL OIL 
TANK 
SOLVENT 
CLEANS 
and 


KEEPS 
CLEAN 








V 





SILOO FUEL OIL TANK SOLVENT keeps oil burner 
systems clean from tank to burner. It removes 
sludge and gum from clogged pipe lines, 
strainers and filters— disperses all water accu- 
mulations due to condensation. S$ILOO FUEL OIL 
TANK SOLVENT is nationally advertised and en- 
joys a reputation for assured profits in a wide 
market. 


SILOO FUEL OIL TANK SOLVENT keeps the entire 
fuel system clean and free-flowing, thus elim- 
inating the necessity of scouring and cleaning 
storage tanks. SILOO FUEL OIL TANK SOLVENT 
is non-inflammable, non-explosive, non-corro- 
sive and non-toxic. Wholesale distribution 
only. Write today for particulars. 


SOR CLEAWING FUEL ow 
STORAGE TANKS 
AND HEATING EQUIPMENT 


° 
MOM-IMELAMMABLE 


WON-CORROSIVE 
MON-TOKIC 





CORPORATION 
(Tank Solvents Division) 





[Petroleum Solvents 


Plants and Laboratories: Port Reading, New Jersey 
Petroleum Solvents Corp., of Canada, Ltd. 
Dominion Square Bidg., Montreal 
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Fred Struck, J. P. Wickenheiser and Jacob 
Wolf. 
© 


New England Oil Men 
Honor Jack Scott 


THE INDEPENDENT OIL MEN’S Association 
of New England held its annual meeting 
at Hotel Statler, Boston, Jan. 10. More 
than three hundred oil men attended , 
testimonial dinner to the retiring Pres: 
dent, John W. Scott. Scott was presented 
an illuminated scroll from the member 
to serve as a permanent reminder of his 
effective work on numerous Government 
committees and as head of the Association 
for five years. In addition, he was pre 
sented a volume of letters from men in 
the industry where more personal expres 
sions of appreciation were inscribed. John 
Birmingham, President of White Fue 
Corp., was elected the new President. 


© 


George Baldwin, Detroit, 
Organizes Own Oil Company 


AFTER SELLING HIS interest in the Fuel 
Oil Corporation of Detroit, of which he 
was president, George E. Baldwin an- 
nounced January 26 the organization of 
the Baldwin Oil Co., with headquarters 
in the Fox Theatre Building, Detroit. The 
company has arranged to handle the ex: 
clusive distribution of Sinclair heating 
oils in the Detroit area. Sinclair has a 
pipeline for fueloils into the city. Baldwin 
was during the war a member of OPA’s 
Industry Advisory Council for rationing. 


© 


American-Standard Plans 
National Ad Campaign 


AMERICAN RADIATOR & Standard Sanitary 
Corp., has completed plans for an exten’ 
sive national advertising campaign in 
1946, according to H. L. Spindler, man 
ager of advertising and sales promotion. 


Schedules have been arranged in Satur: 


day Evening Post, Time and shelter group 
magazines as well as building and busi 
ness papers. 

Advertising with highlight a new 
“Mark of Merit,” a striking symbol of 
fine heating and plumbing to be displayed 
on the Standard and American lines. The 
symbol represents sun and water—the 
warmth of the sun for heating and the 
water symbolic of plumbing. 
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Heil made a survey of its dealer outlets 
to determine the features they wanted in 
the new equipment. After months of test- 
ing and research, the units have been de- 
signed and turned over to designers who 
added smartly styled exteriors. 


Manufacturers 
A. Ly. Ly ; 


Heil Shows New Line 


THE HEIL CO., Milwaukee, has published 
an attractive new booklet devoted exclu- 
sively to the first published showing of its 
new line of oilfired home heating units. 
The company explains that these are not 
“dressed up” prewar models, but com- 
pletely new from heat exchanger to cas- 
ings. 


Sola Shows Transformers 


A NEW BULLETIN, “Electrical Power, 
Disciplined,” released by Sola Electric 
Co., Chicago 14, contains a discussion of 
the construction and operating theory of 
the constant voltage transformer, engi- 
neering and operating data, a survey of 








THIS PATENTED FUEL OIL HOSE 


has a wire-reinforced carcass that will not 
flatten, even when hose is partially reeled, 
and a “Synplastic” (synthetic) tube that 
does not swell through contact with oil. 
Result: retention of the original diameter 
under all conditions, permitting a full, 
fast fiow from truck to tank. Each de- 
livery takes less time; trucks make more 
deliveries per day; and the cost of doing 
business is materially reduced. 








When you buy 1%4-in. ‘‘New- 
type Cord,’’ its full inside di- 
ameter will be retained ; but... 














With hose that flattens like this, 
you would actually get less flow 4 ; 
than through ‘‘Newtype Cord’’ having only 1-in. diameter. 


“NEWTYPE CORD” FUEL OIL HOSE is light weight, easy to handle; 
and has a cover that will take plenty of punishment . . . additional rea- 
sons for equipping your trucks, now, with this quick-delivery hose. 


Contact Our Nearest Branch for Details and Prices. 






WE ARE 
PARTICIPANTS IN THE 


OWNERSHIP AND OPERATION 





THE GOODALL-WHITEHEAD COMPANIES 
Philadelphia * Trenton * New. York * Chicago ° Pittsburgh * Boston 
Los Angeles * San Francisco * Seattle * Salt Lake City * Houston — 
Factory—Trenton, N. J. Established 1870 


NATIONAL SYNTHETIC RUBBER J 
CORPORATION 
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line conditions, and a section on new de. 
velopments. The catalog section lists 3 
standard types in a wide range of capaci 
ties. 


Carrier Names Distributors 


FIVE DISTRIBUTORS have been named re 
cently to handle Carrier airconditioning 
and refrigeration equipment. They are: 
General Utilities Distributors, Chicag 
Appliance Distributors, Inc., Indianay 
olis; Thiele'Winslow Co., San Antonio; 
Allied Distributing Corp., Norfolk; and 
Bickford Brothers Co., Rochester and 
Buffalo. 

Carrier now has named 32 distributors 
under whom are 3,600 dealers. In add 
tion 190 direct dealers have been a 
pointed. 


Sinclair Fire Box Back 


THE SINCLAIR FIRE BOX, a house organ 
published monthly “‘in the interest of fuel 
oil sales in the Central District” is being 
issued again after a lapse of nearly three 
years. The last issue, Volume 10, No. 5, 
was published in May, 1943. 

The paper is circulated to members of 
the Sinclair fueloil and Diesel oil sale: 
staff and dealers throughout the Middle 
West territory. 


Brown Opens School 


BROWN INSTRUMENT will start its Schoo 
of Instrumentation for the second time in 
the 1945-46 season at Philadelphia, on 
February 18 and continue to May 22. 
Special emphasis will be put on the com 
pany’s new electronic instruments, in 
cluding improved models that are being 
developed. 


Carrier Book Covers 

Cooling Large Buildings} 
CARRIER CORP., Syracuse, N. Y., has is 
sued a 40-page catalog in color titled “Ait 
Conditioning for Multi-Room Build 
ings.” Advantages of air conditioning for 
hotels, hospitals, office and apartment 
buildings are told, and the five Carrief 
systems explained in photographs and 
charts. 


G-E Book on Careers 


GENERAL ELECTRIC has published a book 
let for veterans and others titled “Carel 
Opportunities in the Air Conditioning 
and Refrigeration Business.” This 4” 
page book covers opportunities for &™ 
ployment in the heating, cooling and fe’ 
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EVERY STOP 
A DROP 


“thanks to Scully VENTALARM“’ 
writes this Philadelphia driver 


"I've had a suburban route for more than six 
VENTALARM 

years now and those people are the hardest 
makes it unnecessary for the driver h h M L 
to enter the home. He delivers oil ones to catch at home. y company works 
peat ee eee a on the degree day route service, and people 
no?. 

' ° e 
Dn ee SPC a ee a don't have to worry about ordering oil. And | 
non-delivery stops — prevents waste- don't have to worry about them not being at 
ful spills — increases the efficiency of wa 
your entire organization. home—thanks to Scully VENTALARM. 
VENTALARM saves you $3 to $4 per (signed) FRANK A. GUINTA, Jr. 
installation per year. 2212 S. Mildred St. 
Phila. 48, Pa. 
v c/o Frank F. Mathers, Inc., 740 S. 52nd St., Phila., Pa. 





Over 2000 Major and Independent oil companies have installed 
more than 400,000 VENTALARMS on their customers’ fuel oil tanks 


SCULLY 


Vv E N TA LA re vi The Whistling Fuel Tank Signal 


TM REC US PaT OF 





There is also a Scully VENTALARM designed for automobile and truck gasoline tanks 


| SCULLY SIGNAL COMPANY - 88 First Street, Cambridge 41, Mass. 


MARUEACTHORR aN _CANADA BY EMPIRE BRASS MANUFACTURING COMPANY LTD., LONDON, ONTARIO 





tueloil 
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frigeration business, both for the man who 
wants to operate as a dealer and those 
who want a job in the industry. Various 
trades and phases of the business are 
treated. 


Base-Ray Guide by Burnham 


BURNHAM BOILER CORP., Irvington, N. 
Y., has published a Ratings and Installa- 
tion Guide for the new Base-Ray radiant 
baseboard. The booklet is illustrated with 
25 drawings and photographs, and the 
text explains calculation and installation 
technique. Tabulated ratings guides are 


included by both the standard and the 
hy-power models of the panel. 


© 


Lau Entertains 


LAU BLOWER CO., Dayton 7, Ohio, enter- 
tained 71 veteran employees at dinner 
with the motif, “Pioneers of °*46.” All 
who attended had more than five years of 
service with the company, and ten em- 
ployees had more than ten years’ service. 
Attendance at the dinner party repre- 
sented about 25% of the organization. 
Honored at the party were thirteen ex- 















BUT 


No, we aren’t magicians ... we can’t pull rabbits or oil burn- 
ers out of a hat. But we do have the reputation of building 
top-quality burners. And for just that reason, we won’t put 
anything but true Hercos on the market. Right now we are 
making just as many of these dependable, efficient Herco Oil 
Burners as available materials permit. If you can wait for 
Hercos, you'll profit by supplying your customers with an 
oil burner that will mean service-free satisfaction for years 


to come. 
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We're Not Nititeaal 


The famous Herco Residential— 
equipped with Mercoid Visaflame. 


HERCO OIL BURNER 
CORPORATION 
LANCASTER, PA. 











Western States Representative: | 
Harold Winningham & Co. 


Main Office: 
1112 Second St., Seattle, Wash. 


Branches In: 


San Francisco, Los Angeles, Salt 
Lake City, Denver, El Paso 


HERCO 


The Oil-Thri ty 
OIL BURNER 














service men who have returned to the 
firm. In all 95 men went to the services 7 


Organize “Marsh Clan”’ 


JAS. P. MARSH CoRP., Chicago, celebrated 1941- 
the 80th anniversary of the founding of BOO 
the company with a ceremony at whichIFUE! 
the “Marsh Clan” was established. Old-Iives 
est employee, Charlie Lubeck, was pre. al 
sented with a diamond Clan pin. Other factut 
groups range from 5 to 25-year service, ially 

ethc 
ignitic 
PURCHASE AND INSTALLATION of $500-fond 1 
000 in new manufacturing, processing (Bulk 
and development equipment, started in 
1945, will be completed this year, accord. 
ing to Henry F. Dever, president of 
Brown Instrument Co., Philadelphia, in} “Oi 
dustrial instrument division of Minneap fbers.” 
olis- Honeywell Regulator Company. oats 
and re 


© both p 


U.S. Department of Labor — [/™ 2 
Fueloil Prices November 


Brown Equipment Complete 


FIELD INVESTIGATORS for the Department 
of Labor monthly check prices of princi 
pal fuels in several cities in each section 
of the country. Getting retail quotation: 
from various suppliers in each market, the 
prices are averaged and published. Thos 
in the table that follow were taken Nov. RED 
15 (cents per gallon) : 


“De 
for co 
the de 








This 1 
Range No.1 No.2 No.3 
Boston 910 856 760 160 fome° 
Bridgeport 8.80 .. 7.50 7.50 %fan un 
Fall River... «.. 8.30 +++ them 3 
Manchester 9.60 ... 8.30 «+ 
New Haven 8.80 ... 7.50 ... g'0Mers 
Portland, Me. 8.70 8.60 7.50 ‘ Pprofit 
Providence 8.80 8.72 7.60 ye 
mee. 
Baltimore ... 8.35 7.50 «. 
Buffalo 9.40 9.40 8.50 8.50 
Newark ... 8.75 7.50 7.50 
*New York oa TS ae 
Philadelphia... 8.48 7.43 741IKNOV 
Rochester 9.50 9.50 8.20 8.20 0, 
Washington ... 8.80 7.90 4 
his in 
**Chicago 7.92 7.41 7.40 7.41 
*#*Cleveland ... 8.39 ... 7.88 POW yc 
**Detroit ... 8.45 7.93 74 burners 
*#Des Moines ... 8.29 7.75 7.750. . 
Milwaukee 8.50 8.50 8.00 8.00 dining 
Minneapolis 8.34 8.15 8.06 8.04 fow sta 
Omaha ... 7.90 7.45 7.40 * 
***St. Louis 8.47 7.83 7.55 7.55 PNd use 
St. Paul 8.20 8.00 8.00 7.95 four se 
ei *New Orleans 8.72 7.21 7.21 
Norfolk 8.50 7.30 «« 
Richmond 8.80 7.50 Beca 
** Denver < 8.67 7.14 sent 
Portland, Ore. 7.06 6.05 c 
** * Seattle 7.47 6.44 olle 
*Price includes 1% sales tax. 





** Price includes 2% sales tax. 
*%*%* Price includes 3% sales tax. 
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1941-1942 SPECIFICATIONS 


ng flBOOK OF OIL BURNERS AND 
which |FUELOIL 


Old: IGives specifications for 2200 models 


pre. 
Other 


TVICe, 


5500, 
essing 
ed in 
cord: 
nt of 
ia, in- 
neap- 
y. 


nber 


tment 
yrinct 
ection 
ation: 
et, the 
Thos: 
Nov. 


No. 3 


and makes of burners by 237 manu- 
facturers. Gives grade of oil offi- 
jally specified for each burner, 

ethod of atomization, air source, 
ignition data, oil feed, gph rating 
SOE INOIOP CIEE. ui cc ce 5 sees ee 50c 
(Bulk purchase prices on request.) 


“Oilburner Combustion Cham- 
bers.” Complete and concise study, 
illustrated with charts, illustrations 
and reference tables. Text covers 
both precast and those built on-the- 
job. 23 pages 


“Degree Day Handbook.” Useful 
for computing oil consumption by 
the degree day method ...... $3.00 


REDUCING FUEL OIL BILLS 
This booklet will help you show 
homeowners, in a language they 
can understand, how you can save 


‘|them money. Minimize your cus- 


'., Jtomers’ oil bills and make a real 


3.50 
7:50 


' profit with the right kind of ser- 
vice 





7Al 
8.20 


KNOWING THE A TO Z OF 


Oz 


? his invaluable booklet shows you 
7.88fO0W you can test your customers’ 


7.42 
7.75 
8.00 
8.04 
7.40 
7.55 
7.95 


7.21 


urners by modern methods ob- 
kining a high COs rating and a 
ow stack temperature. Be efficient 
ind use this up-to-date booklet in 
your service work 


collection fees. 








SERVICE ON ALL TYPES 
OF OIL BURNERS 


This book is essential in your re- 
pair and service work. Gives 10 
detailed analyses of the most com- 
mon basic service problems and 
shows you how to solve them effi- 
ciently 


Oil Burners, by Kalman Steiner, 
includes discussion of fundamental 
and advanced engineering and 
methods of oilburner design, con- 
struction, installation, operation 
and maintenance. Covers. the 
characteristics, specifications, com- 
bustion, handling, and applications 
of fueloil. 436 p., many tables, 
charts, pictures ........ $4.50 each 


“Short Cuts to Heat Loss Data.” 
When you're figuring heat loss you 
can save time by using this accu- 
rate, easy method getting fast re- 
sults without lengthy figuring 25c 


“Comparative Heating Costs 
With Oil, Gas, or Coal.” Informa- 
tion on how to forecast oil con- 
sumption, based on an analysis of 
over 1300 installations 


“Showdown; Oil vs. Gas Cost.” 
Here in a 4-page booklet is the un- 
biased story of just what a group 
of bill-weary consumers found out 
about gas heating costs, and why 
many of them have switched to 
WE 6 wines s sda wateeeen Price 25c 


UELOIL & OIL HEAT 


tue/loi! 
é o// heat 





Check List of Oilheating Information 


‘ “Installation Cost Sheets.” Form 

for keeping an accurate record of 
the costs on each installation. 
Helps protect profits by showing 
exactly how much the installation 
expense is on each job. Size 8 x 
21% folded twice to fit 8% x 1l 
binder . . . 100 sheets $8.25; 200— 
$9.15; 300—$10.00; 500—$11.85. 


“Operating the Automatic De- 
livery System.” Operation and re- 
finements of a simple card system 
which tells to the day when a cus- 
tomer needs oil. Based on degree 
days. Organizes work of men and 
IN asics incase cunetseds 50c each 


“Catalogue of Oilburner Manu- 
facturers, 1942.” Companies classi- 
fied by the type of burners they 
make. Covers domestic and indus- 
trial burners, oilfired water heat- 
ers, boiler-burner units, aircondi- 
tioners, range burners, space heat- 
ers. Names of principal officials, 
mail address and year established. 
FGM wide edie Price $2.00 


“BETTER OILHEATING” 


Nearly 100 text pages and 125 
illustrations besides many tables 
and charts and short service hints. 
Bound in heavy paper. 814” x 11". 
Covers trouble-shooting, field re- 
pair and efficiency testing to save 
oil. Valuable book for individual 
study or supplementary text for 
service schools. For all dealers, 
service and installation men. Many 
topics cover: fireboxes, draft, wir- 


ing, motors, controls, nozzles, 
pumps, baffles, efficiency, heating, 
Rind deka Gan dans saa $2.00 


Because of the thousands of small orders we receive, we ask that cash, stamps, money orders or checks be 
sent with all orders. If you wish to order C.O.D., an extra charge of 10% is made to cover shipping and 


232 MADISON AVENUE 
NEW YORK CITY 16, N. Y. 


85 








OPA Authorizes FHA to 
Set New Home Ceilings 


TO SPEED CONSTRUCTION of new rental 
housing, the Office of Price Administra- 
tion and the Federal Housing Admin- 
istration announced January 28 a joint 
program under which OPA has delegated 
authority to FHA to establish ceiling 
rents on new rental housing units. 


This agreement was made in connec- 
tion with the newly instituted preference 
rating system for veterans’ housing under 


which the FHA, as agent of the Civilian 


Production Administration, processes 
and issues priorities for critically short 
building materials. 


The arrangement between OPA and 
FHA, already in operation, covers not 
only new rental housing built with pri- 
ority assistance but also new rental hous- 
ing built without priorities if a commit- 
ment for mortgage insurance is made by 


FHA. 


Ceiling rents on the new housing units 
built for rent will be set by the FHA in 
advance of construction on the same basis 
as the OPA has been establishing ceilings 





L-R » D-X 
Net / wsxiee eivanes 











for Oil Burners, 
Air Conditioning, 
Fans, Pumps, etc. 


Made entirely of tough 
synthetic rubber. Se- 
cure fitting and grip. 
No metal to metal con- 
tact. No looseness. No 
rattle. Easiest han- 
dling. 


Now the new L-R “D-X” brings 
you the simplest, most secure 
flexible coupling yet made for 












oil burners. Has tough synthetic rubber 
body without ribs to loosen or rattle. 
Slides into jaws on fan hub in a jiffy, 
grips and holds. It can be easily and 
quickly assembled, even in the dark 
and in close quarters. 


Made in sizes to fit all applications. 
Equip your product, or service your 
customers with this easily installed L-R 
“D-X” for better, quieter, longer per- 
formance—greater satisfaction. Write 
for facts and engineering data. 





NEW L-R “D-X” RUBBER COUPLING BODY Y afl \ . 


1 Wide protective collar, strengthens coupling. Makes it easier and quicker to in- 
stall—in dark or close quarters. 


2 Molded center unit in-both ends fits fan hub and shaft connecting unit. 
3 Molded synthetic rubber body—noiseless, flexible. 


Font 
“LOVEJOY FLEXIBLE COUPLING CO. 


Chicago 44, Ill. 


{Other L-R Flexible Couplings are available for services up to 2500 H.P.) 
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on new rental units since November 23. 
1945. This procedure, designed to stimy. 
late the building of new rental housing 
units, provides due allowance over com. 
parable rents for increases in building 
cost since 1939. 


This system of permitting the FHA ty 
establish rental ceilings on new rental 
housing units will enable builders to ge 
their rental ceiling commitments at the 





same time they obtain mortgage insu. 
ance commitments, or, in the case of pri 
ority housing, at the same time they are 
given priorities for building materials, 


Under joint agreement of the tw 
agencies, the FHA is instructing its field 
offices to establish rentals for such newly 
built units in all OPA rent control areas 
at not exceeding 20 per cent above rentals 
on comparable properties as of the area 
rental freeze date. The OPA, in tun, 
will automatically accept these rental 
rates as the maximum legal rents. Owners 
of the projects will be required only to 
file a registration statement with their 
local OPA rent office within 30 days after 
the housing accommodations are first 
rented. The rent listed on the registra’ 
tion statement, if within the FHA rental 
commitment, will become the maximum 
legal rent. | 


Provision has also been made for cases 
where cost increases, occurring during the 
construction process and after the orig 
inal determination of the rent by the 
FHA, require a change. If the rent has 
not yet been registered with the OPA on 
the property accepted by a tenant, an ad’ 
justment may be made by the FHA. 
After registration, adjustments in all 
rents for newly constructed rental units, 
whether the original rent was set by the 
OPA or the FHA, will come under the 
OPA procedures. 

In general, the agreement between the 
two agencies is similar to that which ex 
isted during the war when rents on new 
construction were established by the 
FHA in connection with the issuance 0 
priorities. These rents became the legal 
maximum rents under OPA regulations: 
On October 15, 1945, the removal of 
priorities on building materials and the 
rescinding of War Production Board Or’ 
der L-41 made it necessary for the OPA 
to establish maximum rents on new Con’ 





struction directly. This resulted in the 
OPA adopting its present standards - 
encourage rental construction and si 
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He's Paid to Find Fault! 


Yes, only perfection suits this PENN oper- 
ator! He’s one of many inspection and quality 
control experts in PENN’s modern factory... 
employed to reject any product that doesn’t 
measure up to extremely rigid standards... 
to assure you the best possible controls, 


It is this skilled quality control and expert 
inspection that are so important in helping 
you win bigger profits and gain better satis- 
fied customers. These benefits are assured for 
you because PENN does everything possible 
to provide controls that are dependable and 
efficient. For instance, here, this PENN expert 
uses a Dial Indicator gauge. He’s adjusting 


exactly, in accordance with rigid specifica- 
tions, the travel of the actuating pin which 
opens and closes the contacts in a PENN 
Magneseal switch in PENN Controls. 


Before we send them to you, PENN Con- 
trols must be perfect in every way.. They are 
designed, built and thoroughly tested to give 
you the best in automatic heating controls, In 
PENN’s complete line you'll find a control 
for every type of heating job. See your local 
jobber or write Penn Electric Switch Co., 
Goshen, Ind. Export Division: 13 E. 40th 
Street, New York 16, U.S.A. In Canada: Penn 
Controls, Ltd., Toronto, Ontario. 





AUTOMATIC CONTROLS 
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FOR HEATING, REFRIGERATION, AIR CONDITIONING, ENGINES, PUMPS AND AIR COMPRESSORS 
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provide fair rents for tenants, and these 
standards will constitute the basis on 
which both the FHA and the OPA will 
establish maximum rents on new con- 
struction in the future. 

The OPA will continue to establish 
maximum rents on new rental housing 
projects erected in rent control areas in 
cases where the construction is not as- 
sisted by priorities and where the mort- 
gage is not insured by the FHA. 

The OPA will use the same standards 
in computing maximum rents on these 
projects as it has been using recently, and 


as the FHA will, under the joint agree- 
ment, use for all others. 

The OPA will also continue to estab- 
lish maximum rents in all cases of major 
capital improvements and conversions of 
existing structures, whether or not the 
use of priorities is involved. In this re- 
gard it is the policy of the OPA to en- 
courage builders to convert present struc- 
tures into additional housing units, and 
as additional materials permit, to make 
major capital improvements on present 
rental structures. In such cases the maxi- 
mum rents determined will provide ade- 
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CLEAN OIL 





Fula 


of a fancy profit ... 





is the ace of oil-burner filters . .. not because 


not because of lavish advertising 
. . - mot even because of its proven efficiency. The real 





REG U.S. PAT. OFF. 


Every drop of oil that goes 
through a Fulflo Filter 
must pass through one of 
the diamond-shaped filter- 
ing tunnels of the genuine 
Honeycomb Filter Tube 
. . . where it is subjected 
to many successive fine fil- 
trations. This is true depth 
filtration ... found only in 
FULFLO. 


reason is because leading oil and oil burner dealers 
everywhere have found that whenever they install a 
‘FULFLO FILTER there will be no complaints due to 
dirty oil . .. Microscopic impurities and invisible gums 
and resins that can cause fouled points or clogged nozzles 
don’t even reach the pump .. . to say nothing of the 
nozzle. You can forestall and forget complaints due to 
dirty oil. Ordinary filters, or even strainers remove 
ordinary visible impurities . . . but FULFLO gets the 
troublesome minute impurities too tiny to see. IF NOT 
AT YOUR JOBBER WRITE TO... 


Commercial Filters Corporation 


28 WEST THIRD STREET BOSTON 27, MASS. 
AGENTS IN PRINCIPAL CITIES 


FULFLO 





FILTERS SAVE 


Te Oe te Oo 





quate allowance for increases in building 
costs since before the war. Prior commit. 
ments in regard to the maximum rent in 
such cases may be obtained from the 
OPA. 
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Home Priority Applications 
Start With a Rush 


APPLICATIONS COVERING 18,764 dwelling 
units were received by field offices of the 
Federal Housing Administration during 
the first six working days under the new 
preference rating system for veterans’ 
housing, FHA Commissioner Raymond 
M. Foley has announced. 

Of the applications received from Jan- 
uary 15, when the system went into ef- 
fect, through January 22, 44 per cent 
were for units to sell for less than $7,500 
or rent at less than $60 a month. 

Under the new system, aimed at ex: 
pediting construction of moderate-cost 
housing with veterans being given prefer’ 
ence, HH priorities are issued for 10 items 
of building materials now in critical short 
supply either to individual veterans or to 
builders who agree to hold the accommo: 
dations for sale or rental to veterans dur’ 
ing construction and for 30 days there: 
after. 

The top permissible sales price is $10, 
000, including land and improvements, 
and the top rental permitted is $80 a 
month. 

The first week’s report was termed “en 
couraging but still inconclusive as far as 
price distribution throughout the country 
is concerned,” by Mr. Foley. “We have 
urged,” he continued, “that every effort 
be exerted by our field directors among 
home builders to induce the production 
of housing at price levels as much below 
the maximum as feasible. 

“It is just too early to arrive at any 
sound judgment. We will have to watt 
for more figures from all parts of the 
country but we shall keep a close watch 
on the situation.” 

Mr. Foley said that during the first 
week the bulk of applications originated 
in three principal centers of congestion 
—the Washington, D. C. district, De 
troit and Los Angeles. He pointed out as 
“encouraging signs” at the moment that 





in two of these districts—Washingt 
and Detroit considered “high cost’ are 
—the per cent of applications for s4 
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"BOILER LIQUID 


.-. and not alone in the sensational way it goes to 
work on leaks, but also in the profits and satisfac- 
tion that pour in when you pour "X" out of that 
famous can into a leaky boiler. 


"X" BOILER LIQUID has been the lifesaver of 
failing heating systems for nearly 30 years .. . it 
flows to the leak in low or high pressure boilers 
with the circulation of the water and actually 
mends from the OUTSIDE! . . . not just a quick 
plug or temporary seal, but a sound, rugged re- 
pair that puts a boiler back into lasting, steady 
service. In pipes and fittings, "X" also seals sand 
holes, poor threads, split nipples and cracked 
castings. ''X" is a colloid and positively contains 
no solids—no meal, shavings, soap or water glass 
to damage circulation. Have "X" ready this 


_ Winter. 
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of less than $7,500 and rentals of under 
$60 a month were higher than the na- 
tional 44 per cent average. 

In the future, Mr. Foley declared, 
FHA plans to gather more detailed field 
figures enabling a percentage breakdown 
in seven price and rental classes as the 
volume of applications increases. _ 

Under the new priority system, which 
stresses speed and simplicity, the Civilian 
Production Administration hopes. that 
about half of the available critically short 


building materials can be channeled into 


construction of homes for veterans at 


prices they can afford to pay for shelter. 

Applicants for priorities must satisfy 
FHA field offices that the proposed sale 
price or rent is reasonably related to the 
proposed accommodations and show that 
they are ready to begin construction 
within 90 days. 

Mr. Foley again emphasized the neces- 
sity for speed in processing applications 
for priorities which, he pointed out; is 
done without reference to the type of 
financing proposed. ; 

The CPA, through the National Hous- 
ing Agency, delegated to FHA the task 
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FOR OIL 


Vatts PRODU “a S 


HEATING PROFITS 


Hot- Water Heating 
Systems should have 
the Protection of Watts 


REGULATOR UNITS 


‘barracks, prisoner-of-war camps and like 





of processing the applications. It is hoped 
that under the preference system produc 
tion of 400,000 to 500,000 units can he 
assured this year. 
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Local Chambers of Commerce 
Report on Housing Shortage: 


MORE THAN 1100 cities in every state re- 
ported to the Chamber of Commerce of 
the United States, January 25, that lack 
of materials and equipment is primarily 
responsible for the current serious houy 
ing shortage encountered by veterans. 

Replying to President Eric A. John 
son’s inquiry for a report on the local situ 
ations and possible solutions, the cham 
bers in those cities and towns said four 
principal steps should be taken: 

1. Overcome reluctance of OPA to 
make price adjustments urgently needed. 

2. Speed the release of unused Army 


buildings either for conversion to residen- 
tial use or to be torn down to permit use 
of lumber and other materials in new 
housing units. 

3. Release lumber, plumbing, heating 
and other equipment now in the hands of 





Watts No. 45 
Hot Water Heating 
Regulator 





Watts No. 38 
Hot Water Heating 
Regulator 





Pressure Relief Valves 


Low Water Cut-offs 
Tempering Valves 


Temperature and Pressure Relief Valves 
Vacuum Breakers 
Pressure Reducing Valves (Water, Air, Steam) 
Boiler Water Feeders 
Hot Water Heating Units 


Watts Regulators fully and automatically supply 
the hot water system with water free from scale 
and foreign matter. Completely protect the sys- 
tem against EXCESSIVE EXPANSION PRES- 
SURE. Comply with A.S.M.E. standards and 
Watts high standards of materials and workman- 
ship. Moderately priced. Profitable to install. 


No. 45—REGULATOR 


Self-contained, all-bronze heating regulator, com- 
plete in itself but designed with smaller reducing 
valve than the No. 38. Same strainer and 
A.S.M.E. standard adjustable lever-type relief 
valve as on No. 38. Reducing valve set to deliver 
10-13 Ibs. to the system. Relief valve set to 
relieve at 25-30 Ibs. Size 14” I.P.S. Female Con- 
nections. Popularly priced. 


No. 38—REGULATOR 


Superlative all-bronze heating regulator. Consists 
of a strainer, automatic pressure regulator, with 
large waterways for quick filling, A.S.M.E. stand- 
ard adjustable lever-type relief valve. Reducing 
valve set to deliver 10-13 Ibs. to system. Relief 
valve set to relieve at 25-30 Ibs. 1%” IPS. 
Female Connections. 
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the Army and Navy. 

4. Stop diversion of lumber for export. 
(OWMER recently said exports were 
not a major consideration.) 

Replies available show 596 communi: 
ties reporting the housing situation acute; 
401 reported it serious, and only 75 said 
they had no housing problem at all. Only 
a small percent reported the number of 
houses needed, but recent studies indicate 
the acute need is somewhere between 
800,000 and 1,000,000. About 880 com 
munities laid the shortage to lack of ma 
terial and 165 reported a lack of skilled 
labor. 
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Council Sees 500,000 
New Homes This Year, If— 


ATTACKING OPA as “‘inexcusably slow and 
reluctant” in price adjustments of build 
ing materials, and asking for less, rather 
than more, government regulation and 
financing, Producers’ Council on January 
21, outlined a program to speed housing 
in a statement to Wilson W. Wyatt 
Federal Housing Expediter. Besides bet 
ter machinery for adjustment of price 
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OUNTERFLOW 


AIR-CONDITIQNER 
HEATING UNIT 


Sf ERE is an outstanding oil burning air conditioner heating unit com- 
bining all the features for modern home comfort. Write for full in- 
formation regarding this outstanding unit and other Certified heating, 
storage and distribution equipment specially adapted to the oil trade. 





f— 
OW and \ PLEASE SEND US COMPLETE INFORMATION ON THE ITEMS 
£ build: : S56 CG CHECKED BELOW: 

"rather end OU/LOFL HEATING UNITSC] CIBASEMENT TANKS 


on and Wow! OIL BURNERSC) (CJUNDERGROUND TANKS 
january | PACKAGE UNITSC] COTRUCK TANKS 


amily STAINLESS « STEEL PRODUCTS COMPANY fiiadie 


jes te CERTIFIED HEATING DIVISION co 


r price] ALCOR Te WS ST. PAUL 4, MINN. [ii me 


tue/oit 
. 










































“which do not cover actual cost of build- 
ing materials production let alone provide 
a fair profit,” the Council asked for a 
campaign to recruit labor for the produc- 
tion of materials and the construction of 
houses.. They emphasized that govern- 
ment appropriations for housing con- 
struction in no way increases the supply 
of either materials or manpower, the chief 
reasons for present lack of building. 

“A painstaking analysis of. housing 
need and supply reveals that only 850,- 
000 new nonfarm dwelling units are 
needed this year,” the Council reports. 


“The over-all requirement is much great- 
er, but the less-urgent need can and must 
be filled later. 

‘The Council’s Market Analysis Com- 
mittee estimated last fall, after V-J Day, 
that 450,000 nonfarm dwelling units 
could be built this year, provided manu- 
facturers of building products were not 
handicapped by bottlenecks such as man- 
power, raw materials, and pricing prob- 
lems. 

“As matters now stand, however, exist- 
ing bottlenecks will make it difficult to 
reach the 450,000 figure. But on the 





~ BIGGEST OIL HEAT — 
CAMPAIGN EVER— 


now reaching millions through 





NEW MOBILHEAT ADS 


in hundreds of newspapers! 


To help dealers everywhere to sell more burners and 
more fuel oil, Socony-Vacuum has launched the greatest pro- 
motional campaign on record for oil heat. 


Repeatedly, Mobilheat ads are telling millions that oil 
heat is the cleanest, cheapest automatic home heating there 
is. These ads are also selling home owners on the economy 
and convenience of Complete Mobilheat Service . .. are per- 
suading them to order Mobilheat by name. 


That’s your cue to bigger profits from today’s expanding 
oil heat market. Mobilheat is one of America’s largest-selling 


fuel oil brands. 


BE READY WITH 








Tune in “information Please” —Monday Evenings, 9:30 E.S.T.—NBC 
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other hand, we believe that figure can be 
exceeded if the bottlenecks are removed 
promptly. 

“Recent surveys conducted by the 
Council indicate that the production of 
building materials and equipment can 
reach the 1940 rate of production this 
year, which is enough to build 50,000 
units per month, if the handicaps are re. 
moved. If the 1940 production rate js 
reached by the middle of the year, it 
might be possible for the home building 
industry to construct 500,000 or more 
units in 1946, 

“In addition to the new homes which 
can be built in 1946, NHA Administra. 
tor Blandford has estimated that 75,000 
additional units can be obtained this year 
through conversion of existing units, and 
Congress has appropriated funds to move 
100,000 units of temporary war housing 
to shortage areas. The total of new con: 
struction and these emergency provisions 
might total to about 700,000 units or to 
over 80% of the urgent immediate need, 
the balance of which can be taken care of 
early in 1947. 

“During 1947, there should be enough 
building products to build from 800,000 
to 900,000 units, or as many as ever have 
been built in one year, unless current 
handicaps continue.” 
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Lewis A. Jones, until recently with the 
WPB and special assistant to the Director 
of Procurement, Treasury Department, 
has joined Allied Control Co., Inc., as 
Director of Procurement. Mr. Jones, @ 
former president of the National Asso 
ciation of Purchasing Agents previously 
was with General Cable Corporation a 
director of purchases and prior to that 
was Vice President and Director of Pur 
chases for the N. Y. Power and Light 
Corporation. 


Robert P. Quinn has been appointed 
assistant director of sales of Allied and 
Packaged Air Conditioning for Carrier 
Corp. Mr. Quinn has just been dis 
charged from the Armed Forces after 
serving three years as a Major in the 
A.AF. Before entering the service he was 
associated with Shook and Fletcher Sup 
ply Co., Carrier distributors in Birming’ 
ham, Ala., as manager of the air condi 
tioning and refrigeration division. 
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Cinsndiiion 


Check-up 


DRAFT GAUGE 






STACK 
THERMOMETER 


onde 


FIRE EFFICIENCY 
FINDER 





HEATING 


7000 BENNETT STREET « 





The FYRITE Combustion Test 
Set gives you everything you 
need to detect furnace condi- 
tions that waste fuel. The FYR- 
ITE CO, Indicator quickly 
shows whether the fuel re- 
ceives the proper amount of 
air. The Stack Thermometer 
test shows how well the fur- 
nace absorbs the heat of the 
fuel burned. The unique Fire 
Efficiency Finder correlates 
CO, and stack temperature 
readings to show at a glance 
loss due to heat carried awa 
in the flue gases. The DRAFT- 
RITE Gauge is indispens- 
able for properly adjusting 
the draft. 


These instruments are design- 
ed especially for the heating 
man’s service kit. They are 
easy to operate, sturdy, dura- 
ble, lastingly accurate. Use 
them now—to point the way 
to necessary repairs and ad- 
justments that secure efficient 
fuel utilization ...and to build 
an ever-widening reputation 
for reliable, expert service. 


SERVICE DIVISION 


BACHARACH INDUSTRIAL INSTRUMENT CO. 


PITTSBURGH, 8, PA. 
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Streamlined 
Housing Takes 
Less Space 


Blower Wheel \ 


Delivers more air at a slower speed 
than any blower wheel ever developed. 
Larger inlets, floating aerodynamic center, exposed blade ends... 
three revolutionary developments found only in VIKING Blower Wheels. 


New Streamlined Bearing 


See for yourself How you 


get MORE AIR 4% LESS SPACE 
ai SLOWER SPEEDS with LESS 
HORSEPOWER GZ @ LOWER COST 


Air foil cross section 
reduces air resis- 
tance to a minimum. 













SEND FOR VIKING’S 
NEW BLOWER CATALOG 


Get all the facts on Viking’s war pro- 
duction methods. See why you can buy 
the complete VIKING Blower cheaper 
than you could assemble it yourself. 


AIR CONDITIONING CORP. ctevitan 2, on10 
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New Posdusia 


Control Varies Blower 
Speed With Temperature 


MODULATION of blower speed in winter 
airconditioning systems is offered by Na- 
tional Thermal Drive Co., St. Paul, 
Minn., through the use of the Multi- 
Speed blower control. Starting at a slow 
speed with a relatively cool bonnet, the 
fan is speeded up in direct proportion to 
the increase in bonnet temperature. This 
longer operation of the blower is claimed 
to prevent stratification and give better 
heating. 

Multi-Speed is a hydraulic control 
which replaces the ordinary blower pul- 
ley. A capillary tube runs from a coil 
in the bonnet to the pulley, and the fan 
switch is set below 90°, so the blower will 
operate continuously when the tempera- 
ture in the bonnet is above that level. An 
increase in temperature in the bonnet ex- 
pands the medium in the capillary which 
changes the diameter of the pulley to in- 
crease the fan speed. 

The unit will be sold to furnace manu- 
facturers for installation on new equip- 
ment, and through dealers for conversion 
of existing forced warm air installations. 
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Irvington Heat-Resisting 


Flexible Plastic Tubing 


A FLEXIBLE PLASTIC TUBING with unusual 
heat-resisting qualities has been developed 
by the Irvington Varnish & Insulator Co., 
Irvington, N. J. 

Called “Fibron,” the product, Irving- 
ton says, has all the advantages of pre- 
vious flexible plastic tubings plus the abil- 
ity to withstand varnish treatment and 
baking operations without \ stiffening, 
even in applications where extreme oper- 
ating temperatures are encountered. It is 
also resistant to strong acids and alkalies, 


94 


denatured alcohol, petroleum and _ its 
products, and coal tar solvents. 

The Irvington Company reported, too, 
that in tests by initial users the tubing has 
performed satisfactorily in instances 
where high dielectric and tensile strengths 
are important. 
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Mor-Sun Unit Has 
Streamlined Cabinet 


MORRISON STEEL PRODUCTS, Inc., Buffalo, 
N. Y., announces that its new Mor-Sun 
line of Pressed Steel Furnaces for forced 
warm air conditioning will be available 
for spring delivery. 

Utilizing their extensive heavy metal 
stamping and fabricating facilities, Mor- 
rison has created a rugged, simple heat 
exchanger, around which they have de- 
signed a modern streamlined cabinet. The 
unit is die-pressed throughout. 





In the heat exchanger, which is of 12- 
gage steel, such hitherto troublesome fea- 
tures as baffles, radiators, dirt and con- 
densation traps, gaskets and reverse flue 
travels have been eliminated. 

The Mor-Sun units will be available 
for oil and gas in a bonnet output range 
of 60,000 Btu to 200,000 Btu. They will 
be completely assembled at the factory as 
a package unit. 
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Moncrief Announces 


New Gas-Fired Line 


MONCRIEF’S New Gas-Fired Air Condi- 
tioning Units and Gravity Furnaces are 
completely redesigned from one end to 
the other. 

These units have passed the rigid, 1947 


requirements set up by the American Gas 
Association. 

Enclosed in the new smartly-designed 
cabinet are many advanced engineering 
features that are new in Gas-Fired heat- 
ing equipment which permit easier instal- 
lation, easier servicing as well as greater 
operating efficiency. 

New literature describing these units 
in detail is being prepared and will be 
ready in the near future. 
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Fireye Photoelectric 
Flame Failure Safeguard 


FIREYE Flame-Failure Safeguard Type 
F18T is designed to provide explosion 
protection for all industrial and commer. 
cial oil and pulverized coal burners. 
Fireye is photoelectric—and therefore ac- 
tually sees flame. When flame fails, 
Fireye instantly cuts off fuel and sounds 
an alarm. Unlike thermal controls, it is 
actuated not by the effect of flame failure 
but by the flame itself. Action is positive, 
instantaneous, electronic. It is made by 
Combustion Control Corp., Cambridge 
42, Mass. 

Fireye Type F18T has been designed to 
meet the requirements of the industrial 
user as well as the burner manufacturer. 
It consists of a phototube and amplifying 
system, housed in a dust-tight aluminum 
case. The entire control is mounted di 
rectly on the furnace wall and is aligned 
in a manner which permits the photoelec: 
tric cell to observe the flame through a 2” 
pipe connection which serves as both a 
sighting tube and a support for the equip: 
ment. 





This simplified installation is made pos 
sible by the unique design features of the 
control. A clear pyrex filter keeps the 
equipment dust-tight and is mounted on 
a hinged shutter which permits it to be 
cleaned without shut-down. A heat-ab 
sorbing filter in the lens system as well as 


February 
1946 





froi 
sigt 


hig 


Cr. 


AN] 
new 
stru 
Cra: 
inst! 
a cl 
The 
sent: 
char 
equi 
cific 
easy 
fram 
prec 
pron 
mou: 
ard 
may 
comk 
and 
the i 


Nev 


BURN 
devel 
Base- 
heati 


Struct 





‘ 
ras 


1ed 


ing 


tal- 
iter 


nits 


rd 


ype 
sion 
ner’ 
ers. 
ac’ 
ails, 
inds 
it is 
lure 
tive, 
> by 
idge 


-d to 
trial 
yrer. 
ying 
num 
1 di- 
oned 
elec: 
a2" 
th a 
juip’ 


> pos’ 
f the 
s the 
-d on 
to be 
t-ab- 
ell as 





an efficient baffle system protects Fireye 
from all radiated heat. The specially de- 
signed phototube permits operation at 
high ambient temperature. 
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Cramer Announces 
New Interval Timer 


AN INTERVAL TIMER Claimed to be entirely 
new, featuring the Cramer Model E con- 
struction, has been announced by R. W. 
Cramer Co., Centerbrook, Conn. These 
instruments are designed to open or close 
a circuit on a predetermined schedule. 
The new Model E interval timer repre- 
sents an advance in the design and me- 
chanical construction of this type of 
equipment, stressing the following spe- 
cific features: larger dials designed for 
easy reading and easy setting; sturdier 
frame construction permitting greater 
precision in original assembly and the 
promise of longer life; simplified screw 
mountings designed to conform to stand- 
ard instrument practice so that timers 
may be grouped on instrument panels in 
combination with other typical control 
and indicating instruments to complete 
the installation. 
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New Base-Ray Heat Panel 
Announced by Burnham 


BURNHAM BOILER Corp., announces the 
development and early production of the 
Base-Ray Heat Panel, a radically new 
heating unit, designed for both new con- 
struction and modernization work. 
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Replacing the conventional wooden 
baseboard, the new heat panel delivers 
radiant rays straight into the room at 
ankle height, conforming to the engineer- 
ing ideal of “placement where heat loss 
is greatest.” 

In appearance it is a hollow cast iron 
unit 7” high and 134” wide, connected 
with the usual heating boiler. It can be 
used on all types of hot water jobs— 
forced circulation and gravity, one pipe 
and two pipe as well as two pipe steam 
and vapor installations. 

Base-ray heat panels are installed on 
the outside walls in place of the regular 
baseboard, and painted to match the 
woodwork of the room. Thus they are 
completely inconspicuous and do not in- 
terfere with draperies or furniture place- 
ment. 

Base-ray heat panels are easy to install 
and relatively inexpensive. They will be 
manufactured in 24” and 12” lengths and 
will be shipped assembled up to ten feet. 
When longer panels are required, they 
will be shipped in two or more pieces to 
be assembled on the job. 

Sections are joined by means of push- 
nipple construction with short tie bolts. 
Valves, ells and traps are connected to 
base-ray panels at bottom opposite ends, 
as with tube type radiators. These con- 
nections are concealed by a neat metal en- 
closure which is flush with the front and 
top of the panels. Standard wood mold- 
ings at top and bottom of the base-ray 
panel give it the same finish as the other 
baseboards in the room. 
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New Blower Line for 
Low Temperature Cooling 


A NEW LINE of overhead blowers for low 
temperature cooling is in production by 
The Rempe Co., Chicago. Prior to the 
war Rempe Co. was well-known as large 
producers of blowers and fin coils. 

All blowers are housed in a modern 
steel bonderized case of gray wrinkle 
baked enamel finish. They are being built 
for use with all types of refrigerant in- 
cluding brine and prestone. 

A feature of this new line is provision 
for different velocities of air speed to 
furnish the right volume of air for various 
and specific cooling jobs. 

The coils are designed so that the out- 


tue/oil 
é of/ heat 


let velocities of the refrigerants are well 
within safe limits. All tubes and bends 
are of full area—no obstructions. 

Louvers are individually adjustable to 
permit a controlled flow of air for proper 
and uniform distribution. 


© 
Builds Humidifier for 


Home and Commercial Use 


AN AUTOMATIC HUMIDIFIER which oper- 
ates off the hot water tank and is capable 
of serving an average 6-7 room home, 
has been announced by the Skilbeck Mfg. 
Co., Kenosha, Wis. 


With cover removed 





As installed in room. 


Designed to be used in connection 
with any type of heating system—the 
Skilbeck humidifier evaporates water by 
circulating hot water through coils, which 
are wrapped with absorbent material. A 
high rate of evaporation, sufficient to add 
the amount of moisture required is at- 
tained in this way—since the heated 
water evaporates quickly. A simple valve 
arrangement controls the flow of water 
as the evaporation process takes place. 

The company also builds humidifiers 
for steam heating systems—used in indus- 
trial plants, as well as for hot water vapor 
and sub-atmospheric heating systems. 
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Flocator Measures Air 
Flow in Ventilating Systems 


NOW IN PRODUCTION at the Dollinger 
Corp., Rochester, N. Y., is the Flocator, 
the latest design of a new and inexpensive 
air flow indicating instrument. It was de- 
signed for use in any air ventilation sys- 
tem. 

The Flocator will require little or no 
attention for continuous operation. It 
supplies information which the ordinary 
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type of draft gauge fails to indicate; 
namely, the percentage of maximum flow 
being obtained at all times. 

The Flocator will warn against any loss 
of air flow in a ventilating system from 
any cause whatsoever, thus preventing 
circulation loss which will in turn lower 
operating costs. It is being manufactured 
in two models, Model 45 for small capac- 
ity ventilation, and Model 75 for large 
capacity systems. The initial cost and in- 
stallation expense are far below that of 
any of the flow indicators now on the 
market. 
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Calculator Solves 
Radiation Computations 


A NEW CALCULATOR for measuring radia- 
tion for steam and hot water heating sys- 
tems has been announced by Heat-O- 
Meter, New York 18. 

It is claimed this new device, Heat-O- 
meter, (physically a round dial with three 
concentric celluloid printed discs) elim- 
inates the tedious figuring, usually neces- 
sary to determine the correct amount of 





radiation, and can successfully and easily 
be used by anyone without previous tech- 
nical training as its operation is rapid, 
not involving subtractions, divisions, com- 
plicated multiplication, nor the use of a 
formula. Just the simple turning of a dial 
and the correct answer is received. 
This dial contains sizes of mains, re- 
turns, risers, radiator sizes and capacities, 
round and sectional boiler net ratings, 
chimney flue sizes and capacities with 
minimum and maximum heights, hot 
water tank sizes and capacities, fueloil 
tank sizes and capacities, hot water gen- 


erator capacities and other valuable heat. 
ing information enabling plumbers 
steamfitters, architects, builders, oilburn. 
er and heating salesmen and all individ. 
uals who come in contact with heating 
problems to have the correct answers. 
Additional information may be ob 
tained by writing Heat-O-meter, 424 
West 42nd Street, New York 18, N. Y, 
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“CR” Type Control 
Relay by Allied 


PRODUCTION on a new control relay 
which combines compactness and light 
weight with dependable switching has 
been announced by Allied Control Co, 
Inc., New York, N. Y. Designated the 
“CR” Type relay, it is claimed to be more 
efficient on precision application and spe- 
cial control circuits than larger and heavi 
er power relays. 

Contacts on the “CR” are up to 14" 
in diameter, and are generally supplied in 
silver although alloy contacts are obtain- 
able. Extra heavy gram pressure, inher- 
ent in the “CR” design, permits power 
switching heretofore possible only with 
















Quality Oil 
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Burners 


Since 1921, Rock 


CAREFUL 


Factory Inspection 
Saves You Money 


As every Nu-Way oil burner 
comes off the assembly line, ex- 
pert checkers inspect all vital 
operating parts. Careful in- 
spection guarantees to the deal- 
er less after-sale servicing and 
to the customer more satisfac- 
tion. 


When you handle Nu-Way oil 
burners, you can be assured of 
the best in workmanship and 
materials and the earliest pos- 
sible delivery dates. 


island, 
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Lou Water Control 


GENERAL CONTROLS 
LOW WATER CYTOUTS 


These electric low 


+ Rad 


water cut-offs are 
free of moving parts, 
glands or seals under 
pressure, thereby 


eliminating greatest 


<é 
ry 

| 

i 

i 


drawbacks of usual 
cut-offs. Designed to 
work satisfactorily on 
any type of water 


from spring water to 





brines. Large elec- 
trode area. Low current density insures freedom of 
spot currents. Low installation cost. Low and line volt- 
age types available. Line voltage types with double 
voltage coils, permitting either 115 or 230 volts A. C. 


connections at installation. 
LOW WATER INSTALLATION 
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L-2 Series 


GAUGE GLASS 


RELAY ELECTRODE 


Pixs FR - try / CHAMBER 
a ~ | ‘SY conpuit ~~ (E33) 
a ‘er © UU CONNECTION ‘SY 
{/ \\ u 2 of) 
“DRAIN VALVE — bas U 
“ FRONT VIEW 





SIDE VIEW S-195 


General Controls’ engineers will help you fill 
your specific needs. For complete specifications 
on automatic temperature, pressure and flow 
controls, request Catalog 52B. Nearby is a fac- 
tory branch or distributor equipped to meet 
your requirements. 


GENERAL 


801 ALLEN AVENUE 


CONTROLS 


GLENDALE 1, CALIF. 





FACTORY BRANCHES: PHILADELPHIA « ATLANTA * BOSTON + CHICAGO 
KANSAS CITY * NEW YORK + DALLAS + DENVER « DETROIT * CLEVELAND 
HOUSTON «+ SAN FRANCISCO « SEATTLE + PITTSBURGH 
DISTRIBUTORS IN PRINCIPAL CITIES 
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THREE 


Shapes at 
Price of 


ONE 


No matter for 
what shape or 
style of burner 
you need a Com- 
bustion Chamber 
—from 1 to 1.65 
gals. of oil per 
hour—the R & I 
improved Cham- 
ber will fit. It can 
be made round, rectangular or pear shaped 






- without any cutting or fitting. Bonding 


clips hold the eight sections together with- 
out cement. 


If you need a Chamber for larger jobs, we 
can supply extension pieces. 


With every R & I Combustion Chamber 
there is enough Hearth Material to make a 
1-1/2” thick floor. Everything to do a com- 
plete job is in one package. 


If your supply house can- 
not furnish R & I Chambers, 
write us and also ask for 
Bulletin OB-95. 


REFRACTORY & INSULATION CORPORATION 


Manufacturers of Refractory Cements and Insulations 
for every condition since 1928. 


120 Wall Street, New York 5, N. Y. 


Philadelphia 3, . Pa. Detroit 26, Mich. 
Newark 2, N. J. , 


Chicago 4, Ill. 


R & | Combustion 


Chamber 
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much larger relays. The versatile “CR” 
is available in two, three and four pole 
combinations, and if desired, hermetically 
sealed. 


Molded bakelite is used throughout for 
insulation. Structural rigidity is assured 
by the use of a formed steel base. 


Contact rating with 14” silver contacts 
is 15 amperes at 24 volts DC or 110 volts 
AC, non-inductive. 


The single pole “CR” weighs 3 ounces, 
is 1-33/64’ high, 1-3/32” wide and 
1-25/32” long. 


Luxaire’s New Units 


Are Approved by AGA 


THE NEW LUXAIRE LINE offered by C. A. 
Olsen Mfg. Co., Elyria, Ohio, introduces 
many innovations in gas-fired equipment 
that will be entirely new to the heating 
industry. This line—new throughout— 
has many exclusive features. 

New postwar gas-fired models are fur- 
nished both in air conditioning units and 
gravity furnaces. These models have 
passed the exacting 1947 requirements of 
the American Gas Association. In addi- 








d 


Get This New Book 
BASIC SERVICE TEXT 


for 
Pressure Type Burners 


by G. T. Kaufman, Technical Secretary, 
OIL-HEAT INSTITUTE OF AMERICA, INC. 





This manual has been prepared for basic training of installers and 
service men in residential oilheating. It is also a most useful reference 
source to both individuals who have completed the training course, 
and others who are engaged in, or have any interest in, oilburner 
work. 


Chapter headings will show the inclusive coverage of the book. 


Boilers, Radiators 
Gravity Warm Air 
Forced Warm Air 
Heating Load 

Water Heating 
Combustion Chambers 
Chimneys, Draft 
Testing Efficiency 
Maintenance, Repairs 
Service Procedure 


Oilheating 

Oilburner Installation 
Tanks and Piping 
Pumps, Valves, Strainers 
Fans, Air Supply 
Atomizing Nozzles 
Motors, Transformers 
Ignition Systems 
Controls, Two Wire 


Controls, Three Wire 
Every service man can well use this book. Use the coupon to order 


today enough for your training and reference needs. 


Price Two Dollars 
Remittance with Order, Please. 


Fueloil & Oil Heat 
232 Madison Ave., New York 16, N. Y. 


Please send us ........ copies of BASIC SERVICE TEXT at two 


dollars each. Remittance is enclosed. 
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tion to the many new features of opera. 
tion and design, the Luxaire line is also 
styled in new attractive colors of baked 
enamel. 

Complete descriptive literature for 
both air conditioning and gravity lines 
is being prepared and will be available in 
the near future. 
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New Fireye Control 
Regulates Feedwater 


BOILER FEEDWATER Control Type B177N 
is designed by Combustion Control Corp, 
Cambridge 42, Mass., to provide fully au 
tomatic control for commercial and in 
dustrial boilers. It maintains desired 
water level through valve or pump con: 
trol and instantly cuts off fuel supply 
and sounds an alarm at a predetermined 
dangerous low-water level. 


























PRESSURE SWITCH 
OR OTHER MOTOR 
CONTROL 







TO FUEL 
SUPPLY. 


MOTOR 
OR VALVE 









TO FEED 
WATER PUMP 
OR VALVE 





u5v 
AC SUPPLY 


‘Fireye” operates without any moving 
mechanical elements and the only contact 
with the boiler is through an auxiliary fit’ 
ting containing metal probe rods which 
determine the control levels. 


Fireye Probe Fitting is mounted paral 
lel to the water column and wired to 
Fireye Control. The probes within the 
Probe Fitting mark boiler feedwater 
pump-on and off levels and a low water 
danger point. When water falls below 
the middle probe, Fireye closes the circuit 
controlling the pump and water feeds into 
the boiler until the top probe is reached. 

The lowest probe defines the danger 
point below which boiler water must not 
fall. Should water drop below this safety 
probe, Fireye immediately shuts off the 
fuel supply and sounds an alarm. 


© 


Dr. Waldo H. Kliever, has been ap 
pointed to the newly created position of 
Director of Research by the Minneapolis 
Honeywell Reg. Co. Dr. Kliever joined 
the Honeywell organization in 1940. 


February 
1946 














pera: 
also 
aked 


for 
lines 
dle in 


ater 


|77N 
Orp., 
ly au 
d in 
sired 

con 
apply 
nined 


Vv 
PPLY 


oving 
ntact 
ry fit- 
which 


paral: 
ed to 
n the 
water 
water 
below 
ircuit 
s into 
ched. 
anger 
st not 
safety 
ff the 


n ap’ 
on. of 
polis’ 
oined 











= 


WHEN YOU NEED... 
© PRESSURE REGULATING VALVES 
© PIPE LINE STRAINERS 


A complete line of Edco Valves and Strain- 
ers are available in a large variety of styles 
to meet every requirement, and for use in 
replacement work. Skillfully made of the 
best materials conforming to the standards of 
the Underwriter’s Laboratories, their per- 
formance is guaranteed. 








EDDINGTON METAL SPECIALTY CO. 


P. O. BOX K, EDDINGTON, PENNA. 








Heart-Beat of the Burner's Oil Flow 









DEALERS 
SEEK the SERVICES 


= of the — 


Teesdale T.U.X. 


Fully Automatic OIL PUMP 
because it’s — 


| ae Sain anne Dla: | oe 
Faget: ant OTM 6b 6c bev becee 









CAPACITY: Silent and Leak-Proof.....cccecees 
30 gallons All Parts are Interchangeable....... 
per Hour Trouble-Free and Quiet. ....02.00: 


Passed by Underwriters 
MANUFACTURING 


TEESDALE “2 


Producers of the Famous Teesdale Oil Pumps 
and Accessories 


427 MARKET AVENUE 
GRAND RAPIDS 3, MICHIGAN 


















































HERE’S YOUR 

PROBLEM @ When a heating plant 
performs BADLY, the 
owner SQUAWKS .... 
but LOUDLY! The prod- 
uct is ‘lousy’; the dealer 
is a crook!” Yes, word- 
of - mouth advertising 
work BOTH WAYS. And 
the pity is that the heat- 
ing plant may be a beau- 
tifully engineered job, 
lacking only proper draft 
control for perfect oper- 
ation. Good, inexpen- 
sive, trouble-free insur- 
ance AGAINST this type 
of bad publicity is a FIELD 
BAROMETRIC DRAFT CON- 
TROL on every installa- 
tion. But be sure you 
install a FIELD. Remem- 
ber this: Leading heating 
equipment manufactur- 
ers, with facilities to test 
and re-test every draft 
control made, have 
picked FIELD as standard 
equipment. 


Excessive, uncontrolled chim- 
ney drafts waste up to 
25% of the fuel burned in 
nine plants out of ten! 


HERE’S YOUR 
ANSWER 


A FIELD DRAFT CONTROL 
holds drafts to a minimum, 
provides fuel savings rang- 
ing up to 25%! 
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No. 605 — Packet only 3” x 2%” 
over-all contains 6 Hex Keys to fit hollow 
set screws in sizes No. 4, 5, 6, 8 and 10; 
also 14" and +4”. Same keys fit socket head 
cap screws in sizes No. 4, 5, 6, 8 and 10. 
Most compact and serviceable little set 


you could ask for. List price, only 50¢. 


Ask for complete listings of Allen Hollow 
Screw Assortments and Key Kits. ‘Ad- 
dress inquiries and orders to Dep’t. M, 


THE ALLEN MFG. CO., 


HARTFORD 1, CONN., U.S. A. 
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Q. Kindly outline the best way to start 
and stop the large circulator we are add- 


ing to a gravity circulation hot water heat- 


ing plant fired 8.0 gph. I do not want the 
circulator started by an outdoor thermo- 
stat set at 65°, as it would run continu- 
ously during long burner “‘off” periods on 
mildly cold afternoons and when the 
burner stayed idle for hours because of 
night set-back of the room thermostat. 
Nor do I want the circulator to start and 


























water tank is heated by a separate boiler, 
J.T.D., Salamanca, N. Y. 
A. Consider using the plan indicated 
by the diagram. Controls A and B are in 
parallel with each other and in series with 
the live leg to the circulator motor. Clos- 
ing the circuit of either control starts the 
circulator. Control B is reverse-acting and 
is affected by smokepipe temperature; 
when the burner starts and raises the 
smokepipe temperature, this control starts 
the circulator. The control should chill 
slowly after the burner stops and should 
be set for wide differential so that its cir- 
cuit stays closed for about ten minutes 
after the burner stops. See page 83 of the 
booklet “Better Oilheating” for a com- 
plete description of such a control. 
Control A is a reverse-acting tempera- 
ture control which you will set between 
130° and 160° to obtain results which 
suit you. Regardless of Control B, Con- 
trol A will keep the circulator running 
continuously when the boiler tempera 
ture is above the minimum you select. 
Control B starts and stops the circulator 
during moderately cold weather when 


























stop with the burner, as in winter this 
would give forced circulation only when 
the burner runs. The original heating sys- 
tem is well designed and will be excellent 
with the circulator helping it. A new part 
of the heating system is designed for 
forced circulation and will not circulate 
by gravity. The boiler does not provide 
running hot water. A 300-gallon hot 


short oilburner “ton” periods do not raise 
the boiler temperature to, say, 130°. 
Control A gives continuous operation of 
the circulator when the boiler stays hot 
during colder weather. This control must 
be set lower than the boiler temperature 
control which acts as high limit control 
for the oilburner. 
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tes Available in hollow cone or solid center sprays. 
the Have You Tried Them? You'll Like Them. the 
ym- 

SALES ENGINEERING REPRESENTATIVES 

Balloffet Dies and Nozzle Co., Inc., Guttenberg, N. J. jy 
ra: Delavan Engineering Co., Des Moines, la. re 
Garland-Affolter Engineering Corp., Seattle, Wash., Portland, Ore., 

een San Francisco, Calif., Los Angeles, Calif. 
; B. A. Peterson Co., Dowagiac, Mich. ; 
‘ich Charles B. Soper Co., Boston, Mass. 

Export—Rocke International Corp., New York 
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FUEL OIL 


1! DELAWAN Engineering Co.|  FUTER 


itor : 
hen DES MOINES 9, IOWA NEY Visible CHEMISTONE Ele- 


Controlled Porosity Filter 
Unit 


Highly Efficient and De- 
pendable 


Liberal Discounts to 


FOR Beller OILHEAT) = 


Oil burners operate more efficiently when the major 
causes of stoppages are eliminated . . . Klemm 
Fuel Oil Filters remove dirt, sediment, water and 
other foreign matter . . . This assures a steady flow 
of oil to the burners . . . Every fuel oil customer 
needs this device . . . You make two profits on 
every sale . .. a liberal margin and a sharp reduc- 
tion in avoidable calls for emergency repair service. 
























Look at these advantages: 


1. Dependable Perform- 5. Oil Tight ... Extra wide 
ance ... Elimination of gaskets make a_ tight 
foreign matter assures seal for bowl and head 
smooth flow of oil. casting. 

2. Wide Range of Use... 6. Easy to Install . . . Can 
A Klemm unit operates be readily installed on 
efficiently with Nos. 1, 2 all standard models at 
or 3 grade oil. burner or tank. 

3. Used With Any Burner * reir roy ng tye Mle A 
..- + Same mene func- moved for cleaning. Use 
tions perfectly with all over and over. 


types of burners. 








8. Full Visibility . .. In- 
4.Flow Capacity ... 50 spection requires no re- 
; gallons or more per hour moval of parts. Filter 
at one-foot gravity feed. element is visible. 
Boiler Water Conditioner Fuel Oil Conditioner 
raise |® Keeps Boiler Water Sur- ® Keeps Fire Surfaces Clean Wane Pete ae, Sea: So 
30°. le faces Clean ® Reduces Carbon and Soot 
edie Improves Heat Transfer ® Eliminates Smoky 
yn of |® Saves Fuel Chimneys 
s hot 
ot | COMBUSTION UTILITIES CorP 
a 
ature 91451 Broadway New York 18, N. Y. 
ntrol §'315 Gordon Street Hollywood 28, Calif. 











oan 1718 North Damen Avenue °* Chicago 8, Illinois 











OIL- HEAT 
CONTROLS 


GUARANTEED 


Precision-engineered 
for small homes. . 


For space heaters, furnaces, 
boilers, or hot-water heaters. 






LOW 
initial cost 
and customer 
service cost 





MILLER SAFETY 
Constant Level Oil Control 


VALVE 


Automatic reset when 
anti-flood safety de- 
vice goes into action. 








100% foolproof oil 
control. 


LIMIT CONTROLS 


(electrical or mech- 
anical operation) 








Three types avail- 
able. Calibrated for 





warm air furnaces or 
steam or hot water 
boilers. 





DRAFT REGULATOR 


To fit 5”, 7”, 8” and 
9” smoke pipes. 
Controls drafts at 
any determined set- 





ting. 


THERMOSTAT 


Positive acting. Small 
differential (less 
than 1°F) assures 
even temperature 
at all times. 














Write or Wire for Full 
Details TODAY! 





R COMPANY 
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Q. There is difficulty getting a stack 
temperature reading from a small boiler- 
burner unit fitted with a draft control 
which opens and floods the smokehood 
with cold air. Holding the draft regulator 
closed gives too much smokepipe draft 
and increases the stack temperature. The 
smokehood gives 800° stack temperature 
with the draft regulator held shut, and 
530° with the regulator free to swing 
open. I need to know how to find out the 
stack temperature with the boiler operat- 


ing as it should, with the draft being con- 


trolled. T. J. M., Sayre, Pa. 


A. First, using 2n opening in the firing 
door or flame observation door, find out 
the over-fire draft with the boiler operat- 





| To read the stack 
| temperature, block 
the draft regulator 





porary damper and permit adjusting for 
the normal over-fire draft although the 
draft control is blocked shut. You wil 
have to use cut-and-try methods to mov 
the firebrick into precisely the needed 
position. Open the draft regulator to 
move the firebrick, then fasten the regu 
lator closed and read the over-fire draft. 
Next, read the stack temperature. The 
opening you have been using for reading 
the stack temperature will be on the boiler 
side of the firebrick and will give a some 
what higher reading than if the stack 
thermometer were 12” from the smoke 
outlet of the boiler, in the vertical par 
of the smokepipe. To get a lower, tru 
reading, insert the stack thermometer in 


















































ing normally and the draft regulator 
properly adjusted and swinging freely. 
Second, place a piece of firebrick in the 
smokehood in the position that gives the 
same over-fire draft you had at the start, 
but with the draft regulator fastened shut. 
Tending to block escape of hot gases from 
the boiler, the firebrick will act as a tem- 
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the smokepipe 12” from the smoke outle 
of the boiler, seal the draft regulator tigh 
shut, and regulate the draft using a bu 
terfly damper which you have installe 
in the smokepipe on the chimney side 9 
the stack thermometer. Installed just fo 
the test, this butterfly damper will be 
moved later. 
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Sleeve end of coupling is 
close sliding fit on blower 
wheel hub. Power is trans- 
mitted through four spline 


FLEXIBLE (igvescemes 
COUPLINGS | 


This exclusive direct drive coupling, with rubberized 
cushion gripped permanently, has no parts to get out 
of order, or to lubricate. Minimizes misalignment, free- 
end float, and backlash. Custom-made for specific job. 
Immediate attention. More 

than 300,000 tested and 
mi; proved in oil burners dur- 
ing the last five years. 





Regular Guardian Coupling 
Manufacturers, Jobbers or Dealers— 


GUARDIAN UTILITIES CO. 





WRITE 
WIRE 


218 E. Michigan St., Michigan City, Ind. 
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FITZGIBBONS 


for STEEL BOILERS 


There is a wealth of “know-how” to be 
learned in sixty years of building steel boilers. 
And there is a satisfying assurance that the 
boiler you select with that experience behind 
it, is the product of masters in boiler design 
and construction . . . Whether for the small 
home or the large institutional building, specify 
Fitzgibbons and be sure. 


Fitzgibbons Boiler Company, Inc. 101 PARK AVE. NEW YORK 17,N.Y. 
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ROCHESTER DUAL-DIAL 
GAUGES HELP YOU 
‘SELL OIL BURNERS! 



















Make sure your oil burner storage tanks are equipped 
with Rochester Dual-Dial Level Gauges. They are 
always accurate. They can be read easily by home 
owner and delivery man. They are safe . . . no connec- 
tions between dial head and float rod. Impulses are 
transmitted through a solid gauge head by means of 
non-electric magnets on float rod and pointer assembly. 
They are underwriters listed. They help you sell oil 
burner installations because they add all these features 
at so little cost. 


Note: If you have been unable to get a sufficient supply 
of Rochester Dual-Dial Gauges, please bear with us. 
We have increased present capacity to step production 
immediately. 


ROCHESTER MANUFACTURING CO., INC. 
8 ROCKWOOD STREET + ROCHESTER 10, N.Y. 


Canadian Representatives R. W. Anderson and Co., 
125 Redpath Avenue, Toronto, Ontario, Canada 










Flue Gas Thermometers 


To check combustion and heat 
distribution on oil burner in- 
stallations, you couldn’t find a 
more practical instrument than 
Rochester’s Flue Gas Ther- 
mometer. Specify Model 1726. 
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Q. Our sketch shows a big boiler fired 
by two oilburners and heating Bldg. A, 
also Bldg. B some distance away. The 
risers go to one-pipe steam radiators. The 
dotted lines are wet returns with swing 
check valves at the boiler. 

Bldg. B heated poorly lately and more 
radiators were installed. Our problem 
now is that the only way we can heat 
Bldg. B is by draining condensate at point 
X. We have cut this line, capped the side 
that goes to the boiler, and fitted the load 
side with a globe valve which we leave 
cracked open. This lets out a little live 
steam, and drains the condensate which 
runs then to a sewer. We know this is not 
good practice. The boiler water feeder 
works steadily making up for the wasted 
condensate. Can we drain this condensate 
to a small water pump (we have sump 
pumps and other pumps on hand) to 
pump it back to the boiler instead of 
wasting it? Will installing a pump permit 
using unit heaters instead of small radia- 
tors in Bldg. B? Should we remove the 
flaps from all of the check valves in the 
return lines to improve the system? The 
building will be used only a few more 
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years, therefore only a few dollars can be 
spent to arrive at fairly good, economical 


heating. E.O., Camden, N. J. 


A. To begin with, your drawing shows 
no steam main quick vents, and we have 
marked it at points 1, 2, and 3 where such 
quick vents should be installed. It is very 
likely that this old system would be im- 
proved also by equipping all the radiators 
with new vent valves. 

Our accompanying simplified drawing 
shows the steam line and return line to 
Bldg. B and one of the circuits of Bldg. A. 
Study the circuit of Bldg. A to under- 
stand your difficulties. With five pounds 
boiler pressure, the pressure at point A is 
five pounds. If steam main A-B is large 
enough for the load it carries, the pres- 
sure at point B will be but slightly less 


than five pounds. If the wet return line B. 
D is large enough, the pressure drop from 
B to D will be slight. With steam and ge 
turn lines of ample size, during normal 
full-load operation of the system the level 
of water in the wet return line will rise to 
C, which is slightly above the level of the 
water in the boiler (dotted line), but it 
will not rise as high as B, the end of the 
steam main. If steam main A-B or return 
line B-C is undersize for the load or 
clogged, condensate will return to the 
boiler properly and the steam main wil 
become waterlogged. The pressure at A 
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may be five pounds, for example, but the 
pressure at B may be only three and one- 
half pounds because line A-B is undersize 
or clogged. 

When condensate does not return 
properly from the radiators to the boiler, 
the check valve at D is of no help, for 
when it stays closed no condensate can re’ 





Manufacturers 








Out With 


CIRCULATION TROUBLES? 





And Keep It 





AUTO-VENT 
AIR ELIMINATORS 


Don’t fight air pockets or traps in hot or 
cold circulating lines! “Get that air out of 


Units, 






35 Carroll St. 
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of Rexoil 











Conversion Burners, Boiler 
Furnace Units and 
Direct-Fired Conditioners 


REIF-REXOIL, Inc. 


Rexoil Burners are being 
shipped as fast as possible 
... but the backlog is grow- 
ing, so order soon. Remem- 





ber, you're RIGHT with 
REXOIL . . . over 60,000 in 
use. 


Buffalo, N. Y. 


a 








there” and keep it out simply by 
installing the No. 7 Maid O’-Mist 
Automatic Air Vent. This reliable 
air vent has a self-closing float- 











SURER, FASTER SERVICING OF ANY TYPE 











= controlled valve and is designed OIL BURNER 
especially for circulating pipe 
lines, convector radiators, unit NOW POSSIBLE WITH THIS INSTALLATION AND 


SERVICE MAN'S TROUBLE-SHOOTING MANUAL 


This book gives the oil burner mechanic the precise informattion 
he needs on installing and servicing oil burners, in a handy 
volume in plain language. Exhaustive treatment is accorded 
to domestic burners, to include all recognized makes from 
earliest to current types and models. 


OIL BURNER SERVICE MANUAL 
b 


heaters, cooling manifolds, tanks, 
diesel engines, or any other ap- 
= plication where air pockets or 
traps retard the free circulation of 
liquids. For pressures up to 75 

















lbs. Bright brass finish. 


PLAY SAFE—USE THEM ON 
EVERY JOB 


Venting fin radiator 








Steiner & Ravnsbeck 




































' TT —> 365 pages, 6 x 9, 211 illustrations, 
& a ST 54 tables, $4.00 
MAI 1 ( MI Q Jive Send check or money order to: 
: -_ FUELOIL & OIL HEAT 
3221 NORTH PULASKI ROAD RK 16, N. Y. 
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DELIVERIES 












Sorry, but prompt deliveries can only be 
offered on orders for just one or two 
nozzles for emergency needs. During the 
War few civilian requirements could be 
filled but demand continued so great that 
we still have a large unfilled order back- 
log. 










Even though production is far above pre- 
war levels, it will be some time before 
deliveries return to normal. 






MONARCH MFG. WORKS, INC. 
E. WESTMORELAND & SALMON STS., PHILADELPHIA 34, PA. 
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Lochinvar 
DISTINCTIVE 
FEATURES 


Lochinvar Multiple 
e Stage Burner 


9 Lochinvar Slow 








Opening Constant 
* Level Control 


Lochinvar 
e Extreme Simplicity 










Lochinvar Finger Tip 
e Temperature Control 








MICHIGAN TANK & FURNACE CORP. 


Lochinvar Division 
14101 Prairie Ave., Detroit 4. Mich. 
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EXTRA PROFITS 
FOR FUEL OIL DEALERS 


... feature efficient 


RESEARCH 
AIR FILTERS 


forforced warm air furnaces 


Fuel oil dealers are having their men 









check air filters when making oil 
deliveries. Changing to new RESEARCH 
AIR FILTERS is a simple, 5 minute job— 
and mighty profitable. Write for details. 


Nationally Advertised 


in Better Homes and Gardens 


and American Home 
FREE SELLING AIDS are yours for 


the asking — window and counter 





display,materials, mats, etc. Also 
free catalog (at right) of air fil- 
ter sizes for leading makes of 


furnaces and air conditioners. 






Order From Your 
Wholesaler! 


RESEARCH PRODUCTS CORP. 


MADISON 3, WIS. 








turn to the boiler through it. As it takes 
a slight pressure difference to lift open the 
flap of a check valve, the heating of Bldg. 
A may possibly be improved by removing 
the flaps from the check valves in the re- 
turn lines which serve this building. 


Our diagram shows how you may be 
able to use one of the pumps you have on 
hand to push condensate from Bldg. B to 
the boiler through the existing return line, 
which probably can carry considerable 
additional load with the pump helping it. 
We show line C, the original wet return 
line, terminating in a pump chamber 
which has a tight-fitting cover to prevent 
the escape of steam, and a steam main 
quick vent. You seem to have an arrange- 
ment similar to this in mind. You could 
instead, of course, install a suitable steam 
trap in the line from point C to the pump 
reservoir, and use an open reservoir at the 
pump. The trap would open and dis- 
charge water collected in it, but would 
close after the water was discharged and 
prevent the escape of steam from the 
steam main. The pump would be started 
and stopped by a float-controlled switch. 
As homemade condensate handling de- 
‘vices and pumps may give you consider- 


able trouble, we recommend that you ob- 
tain data from manufacturers of con- 
densation pump units, and install a pump 
unit and specialties designed especially for 
this type of service. 

To arrive at conclusions regarding the 
advisability of placing additional loads 
on the steam mains in this system, install 
steam pressure gauges at the beginning 
and ends of the three steam mains and 
read the gauges with five pounds pressure 
on the boiler while it carries maximum 


load. 


* * 


Q. In the article, “Low-Cost Hot 
Water,” of your September 1945 issue, 
you strongly recommend that a tank tem- 
perature control be used for a summer- 
winter hot water plant. You say that this 
control should be connected in series with 
the boiler temperature control on a steam 
boiler. 

Here is a question for you: When we 
want most modern results from a tank- 
type summer-winter layout hooked to a 
steam boiler, doesn’t the use of this tank 
temperature control eliminate the need 
for a mixing or blending valve of the type 
installed to make sure that in winter 


scalding water does not come from the 
faucets of an installation with a good-sized 
indirect heater and hot water tank? 


M.S., Brooklyn, N. Y, 


A. The tank temperature control rec. 
ommended in the article serves only to 
permit the steam boiler to chill during the 
summer months (and on days during the 
heating season when little heat is needed 
from the radiators) when the hot water 
storage tank is warm enough. This con 
trol permits the steam boiler to become 
cool when no heat is needed and the hot 
water tank is hot enough, and it is in 
stalled mainly to save oil in summer. 

The tank temperature control has no 
effect on the burner or the temperature of 
the tank on heating season days when, in 
order to heat the house, the burner op 
erates sufficient time to heat properly or 
overheat the hot water tank. On typical 
installations, the switch of this control 
usually stays open (because the hot water 
tank is well heated) during the four or 
five coldest months of the heating season. 

This control does not, then, prevent 
overheating the hot water tank in winter, 
and does not eliminate the frequently-en- 
countered trouble of scalding water com- 





BAROMETRIC 


CONTROLS 


Models for Every Type and Size of Installation. 


LOWER FUEL COSTS FOR YOUR CUSTOMERS 
MAKES MORE PROFITABLE SALES FOR YOU 








IMMEDIATE DELIVERY 
We manufacture a complete line of Draft 
Controls including Draft Korektors, Cole 
DRAFT Governors and Sullivan DRAFT 
Stabilizer. Wire or write for full details. 


Cale Sullivan 
Engineering Company 





Governor 


The Leading 


HOLDS DRAFTS TO THE “IDEAL MINIMUM" 


The Cole Draft Governor can be installed on any 
angle, even on elbow, without taking down pipe. 
Equipped with graphite oilless bearings, asbestos pad- 
ded stops and non-chatter springs for pulsating fires. 


1316 No. Third St., Minneapolis 11, Minn. 


DRAFT 


© BAKE OVENS 


have in mind. 


Oil Burner 
Control 





Guarpinc 
24 HOURS A DAY 
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ESS ES 
U. S. Distributors of 


LEIMAN OIL BURNING SYSTEMS 


® LEAD MELTING POTS 





@ RANGES 
@ JAPANNING OVENS 


© FOR INDUSTRIAL APPLICATIONS 


Air-oil Atomizing Nozzle Burner. You can use as many air 
nozzles as desired with one of our combination air-oil pump 
sets. Each job tailor-made to suit the particular application. 
Write us for engineering details on any special job you may 


DEPT. F2 


SPRUNG-COTT MACHINERY CO. 


11 West 42nd Street, New York 18 


Telephone: PE 6-6649 


ULTRA 


OIL BURNER NOZZLES 


PRECISION MANUFACTURE 
OUTSTANDING IN THE FIELD 


A stainless-steel nozzle made of 3 
parts: strainer-disk-tip. Precision-built 
in design and construction. The ultra 
nozzle performance is reflected in 
absolute uniform atomization. 


Write for details. 
Ultra Metal Utilities Corp. 


27-05-07 ASTORIA BOULEVARD 
LONG ISLAND CITY 2, N. Y. 
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‘ NOT JUST CONVERSATION..WE'LL SEND OR 
‘OL rec. 
nie BRING YOU FULL DETAILS OF THE PLAN! 
ing the Wayne packaged Home Equipment is 
ing the oN essential to modern living. Not luxury 
2 o items, but basic requirements for all 
needed oF «NER «, laceune 
= ve. S, ye All standard units are easily installed 
1S CO a Q@ PLAN ‘6 without trick “gadgets”. You can rely on 
>ecome S Wayne “common sense” Home Equip- 
he hot ge, WAENTS \ ment for more sales and fewer service 
is in calls. 
‘e ® s 2 
ai 
has no A FULL LINE OF INSTALLED HOME EQUIPMENT 
ure of Write for details of the “Partnership Plan.” Wayne's complete, 
en, in packaged selling program has what it takes to get and keep a profit- 
od ‘ able volume of equipment business. 
J P More NET profit because Wayne supplies the material and helps 
7 y ’ you with your sales programs. 
Mer © FOR A SOUND BUSINESS FUTURE 
— WAYNE'S FACTORY-GUIDED SALES PROGRAM IS A PACKAGED UNIT OF 
water SALES AND PROFIT PRODUCING HELPS. 
our OF e e ‘ 
cia Full Line Dealerships are Still Open 
revent 
ae WAYNE HOME EQUIPMENT CO., INC.- 801 GLASGOW, FT. WAYNE, IND. 
r com (Formerly Wayne Oil Burner Company) 
Sate 
MAKING HEAVY OILS IN BULK HEAT CIRCULATOR FAN 
STORAGE FLOW FREELY RADI- 
ons hy E MW ad “. For 
ee ." Ty 
B | Wy "nehealer Hard-to-Heat 
| Hat Spot iy Riceoen 
Oil and other heavy bodied fluids flow more saat ces 
freely at high temperatures. The Rempe “Hot 
Spot” preheats such liquids in bulk storage Prevents 
before they enter the suction line. Preheating Cold Floors 
is assured by exclusive flow accumulator— 
liquids flow over heating coils before entering ee 
0, the suction line. . 
Illustration at right shows how this preheater Provides 
549 is installed in Uniform 
= neohome Temperature 
and _ suction Throughout 
pipes _ pass Suite 








through the 
- manhole cov- 


er. 

All-steel 

construc- 
tion. Test- 
* ed after fabri- 

cation.’ Con - 
nections furnished in re- 
quired lengths for any diam- 
eter tank. 


Can be supplied with proper connections for use with Ho 
Water or Steam. 


Write for specifications and price. 


REMPE COMPANY 


360 N. Sacramento Blvd. Chicago 12, Ill. 
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Keeps customers satisfied despite overhead radiators or ducts, 
exceptional exposure to strong breezes, high ceilings or other 
“hard-to-heat” rooms. It keeps floors warm. 

The RECO blows upwards, the air traveling along the ceiling, 
and down the walls at slow speed, carrying the hot, moist air 
with it, causing uniform temperature and humidity in all parts 
of the room. Prevents wall streaking and air stratification. 

The RECO dissipates smoke and odors. No noise. No draft. 
Made in various sizes and types. Has year-around use as it is 
exceptionally efficient in hot weather for comfort cooling. 


Established 1900 


REZZTLERS 


2687 W. CONGRESS STREET CHICAGO 12, ILLINOIS 
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ing from the faucets during the winter. 
To eliminate this trouble in the modern 
manner, you. must simply install one of 
the tempering or mixing valves you de- 
scribe, or some other equipment which 
will provide automatic control for the 
temperature of hot water from the fau- 
cets. All self-contained automatic water 
heaters, including those powered by oil, 
' gas, and electricity, provide hot water at 
the temperature suitable and safe for the 
occupants of the homes served by the 
water heaters. The thermostats in the 
water heaters can be set for cooler or hot- 
ter water. It follows that there should be 
temperature control for the hot water 
provided by a summer-winter layout, if 
the layout is to provide equally safe and 
satisfactory hot water. 
en ae 


Q. As I am new to the fueloil and oil- 
burner business, I ask your indulgence if 
there is an obvious answer to a matter in 
your magazine which puzzles me. On page 
96 of the December issue of FUELOIL & 
Om Heat, K.W.D. says that he knows 


his oil burner works all right with a fire- 


box 11” in diameter when the burner is 
set for its lowest firing rate. He reveals 
also that his is a pressure type oilburner. 
I would appreciate your telling the size, 
in gallons-per-hour, of the smallest flame 
for a pressure burner, to which K.W.D. 
refers. 
P.M.S., New York. 

A. Using extremely clean and easily- 
burned pre-war No. 2 fueloil, or using 
No. 1 oil or kerosene, many burner ex- 
perts are of the opinion that a pressure 
burner can operate satisfactorily and efh- 
ciently while giving a fire as small as about 
.7 gph. Other experts have been of the 
opinion that, even using high quality pre- 
war No. 2 fueloil, the lowest gph rate 
which should be used on large numbers of 
actual installations of pressure burners is 
about 1.0 gph. 


Considering the fueloil sold as No. 2 
during the war, many burner specialists 
declare that 1.0 gph or slightly higher (up 
to 1.2 or 1.3 gph) is the minimum prac- 
tical rate for typical pressure burners. 
These men recommend that pressure 
burners fitted with exceptionally low-ca- 





pacity nozzles burn No. 1 oil or kerosene 

The use of highly effective special 
strainers and filters on an installation, in 
addition to the strainers usually in fye| 
units and located at nozzles, does not 
change the figures given above, for the 
premise is that pressure burners which 
give small flames should be equipped with 
line strainers or filters designed to help 
avoid nozzle plugging trouble. 

All things considered, we judge the 
K.W.D. considers about 1.0 or 1.2 gph 
the minimum for the pressure burners he 
installs. 


© 


Herbert L. Laube, Vice President in 
Charge of Engineering for Carrier Corp, 
has announced the appointment of four 
directors of development. The four direc 
tors are: Sam F. Shawhan, Director of 
the Air Conditioning Development De- 
partment; R. Wayne McLaughlin, Direc: 
tor of the Centrifugal Refrigeration De- 
velopment Department; J. Loren Fletcher, 
Director of the Package Units Develop 
ment Department; and Lars Hanson. 

















Send for our catalog of 
oil handling equipment. 


FILL BOX 


Flush Type 


rs TOL, 


$1.25 


Brass cap, galvanized iron body, 
leather gasket, iron wrench. Net 
weight, 2!/2 Ibs. each: Freight pre- 
paid on orders of 100 or more. On 
orders of 200 or more, free im- 
print of 8 letter name. Extra let- 
ters at slight extra cost. 








USE VINCO PRODUCTS 
FOR CLEANING AND 
CONDITIONING NEW, 
OLD AND CONVERTED 
HEATING SYSTEMS. 













THE GASOLINE & OIL EQUIPMENT CO. 
224 Bassett St. Tel. 7-5767 New Haven 11, Conn. 
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No. 5 OIL BURNERS 
REDUCE HEATING COSTS... 

















Still the choice 
of leading boil- 
er manufacturers 
and heating men 
after 20 years’ 
nationwide service. 





THE VINCO CO., Inc. 
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305 E. 45 Street, New York 


For sale by all 
wholesalers of 

plumbing and 
heating supplies. 
Ask For Folder 
me Cha 








17, N. Y. 


February 
1946 





C. L. RAYFIELD CO. 


2010-18 S. Halsted St., 





INCREASE YOUR PROFITS 


Burn No. 5 heavy fuel oil. Self 
contained, all electric. Self-lu- 
bricating. Many new exclusive 
features. Write for full details 


GOOD TERRITORIES OPEN 


Chicago 8, II! 
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Underwriter Approved 














Domestic Fuel Oil Tanks 


Staco Tank Features: Double dished style 
heads; embossed and pierced for spud open- 
ings; fitted for pipe legs. 275 gals. Write for 
earliest delivery date. 







STATE 
TANK CO. 


670 STATE STREET, NEW HAVEN 6, CONN. 


























WHY SKUTTLE HUMIDIFIERS 
are EASY a8 


ORL Aye eae ADJUSTABLE 
COLLAR 


—=x— THAT FITS 
C\. ALL BONNETS 
















CONSTRUCTION 

Each part is selected 
for long life. Tank and 
valve assembly — pure 
copper and brass. Evap- 
orating pan— Vitreous 
enameled. Vapoglas 
100% pure glass unaf- 
fected by chemicals 


Series 300 and heat. 


with plates as standard equipment. 


YOU SAVE TIME and money on your installa- 
tions when you sell Skuttle Automatic 
Humidifiers. One look at this cross section 
view and you can clearly see how their ad- 
justable collar makes it possible for you to 
install these Skuttle units in less time than 
the ordinary style of humidifiers. Available 
in 18” to 30” sizes. 





Write for prices 





Prompt shipment 


DETROIT 


E. LARNED 26. MICH 
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NEW vertical CIRCULATOR 


















—of modern streamline design. 
Precision gauge construction for 
smooth, dependable operation. 
Close fit of balanced inlet im- 
peller in body bore assures un- 
usually high pumping efficiency. 
Spring-mounted vertical sleeve 
bearing motor with automatic 
reset overload relay. Electrical 
knockout box prevents noises. 
All parts interchangeable with 
those of similar model and num- 
ber. In 1”, 144”, 1%”, and 2” pipe 
sizes (horizontal model for 22” 
and 3” sizes). 











NEW unNiversAL FLOW 
CONTROL VALVES 


One stock meets all needs. Here’s 
why: Valve seat and cover cast- 
ing are divided at 45° angle— 
and assembled in line for use on 
horizontal or vertical mains, or 
at 90° for angle pattern installa- 
tion. Four socket-head cap 
screws (easily removed for an- 
gle change) seal gasketed sur- 
faces. Dependable valve mech- 
anism (brass seat and closure 
cover) attached to external con- 
trol knob. Complete units are 
of precision gauge construction 
and styled for modern eye ap- 
peal. In 1”, 1%”, 142”, 2”, and 3” 
iron pipe sizes. 














With these outstanding new items of advanced 
design and construction added to its dependable 
standard line, Triplex offers precision-made equip- 
ment necessary to meet modern demands—and 

ives further assurance of hot water heating at its 
Sail Write today for facts and prices. 


DISTRIBUTED THROUGH RECOGNIZED WHOLESALERS 


Y 7) pe ee “a 


‘ PERU, INDIANA 
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Oilheating Trends 
(Continued from page 11) 


two-thirds of these new men are just back 
from, the war. Averaging all sections of 
the country, there is one new burner deal- 
er to twelve old ones, and one new fueloil 
dealer to each fourteen old ones. 

‘There have been some complaints about 
the new one or two truck fueloil men sell- 
ing below ceiling prices. Apparently one- 
fourth of them do, and the others con- 
form to the rest of the market. Price cut- 
ting by these new men is apparently most 
prevalent in the Boston area. On the other 





KRAISSL 


FILTERS 
STRAINERS 


PUMPS 


Keep Fuel Oil Lines 
Open and Active 





Year-in, year-out perform- 
ance proves the skill of 
KRAISSL engineering design 
and the honesty of KRAISSL 
manufacture. 


Class 72’ Strainers and Filters 


Single and Duplex 
types for suction or 
discharge service — 
any practical degree 
of filtration in units 
designed for low 
pressures as well as 
up to 500 Ibs. hydro- 
static test—easily re- 
movable filter basket 
insures quick clean- 
ing. 








Single 
Class 60 Heavy Oil Pumps 


Standard equip- 
ment wherever in- 
dependent pump 
and motor sets or 
booster pumps for 
pump-type burners 
are required. 





Submit your fuel-line problems to KRAISSL 
engineers—literature and prices on request. 


295 WILLIAMS AVE. 
THE KRAISSL COMPANY 


HACKENSACK, N. J. 











hand, their share of total sales is so small 
that the old dealers have taken no steps 
to meet their price competition, and prob- 
ably won’t have to. 


COMMENTS: Typical comments on the 
month’s questions are . . . “Some of the 
majors in our section are building up 
wholesale gallonage by selling truckmen 
who operate at cut prices, giving away 
most of their profit” . . . “There’s a bad 
black market in oil pumps and transform 
ers”... “Our factory tells us that when 
the present wave of strikes is over there 
will be plenty of burners for us”. . . “The 
demand in our city for oilburning equip- 
ment is terrific” . . . “In trying to get 
burners, first one manufacturer is short 
of pumps, the next transformers, the next 
motors, etc. If we could only get these 
shortages all concentrated in one factory 
the others might ship some burners” . 
“The word ‘Dealer’ in your question 
needs to be defined. Aside from plumbers, 
who are in and out all the time, only one 
important burner and oil dealer has 
started up here (Philadelphia)”.. . “We 
have told our peddlers that they would 
have to seek a new supplier if they cut 
prices below ceilings. We are now enjoy- 
ing a nice margin and also a stable mar- 
ket and we are trying our best to have 
these new fellows see the folly of cut 
prices and what they mean to the market 
as a whole if continued” . . . “The fact 
that plumbers install burners and are not 
qualified to service them will eventually 
reflect on oilburner sales.” 


© 


M. J. Murray has been appointed gen- 
eral sales manager of Hart Oil Burner Di- 
vision of Avery Farm Machinery Co: 
with headquarters at Peoria, Ill. Murray 
comes to Hart from the Conco Engineer- 
ing Works, Mendota, IIl., where he served 
as Assistant Sales Manager of the Heat- 
ing Division. Prior to that he was for ten 


years with Oil-O-Matic. 


Frank R. Markley has been named gen- 
eral sales manager of Sun Oil Co., Phila- 
delphia, according to Samuel B. Eckert, 
Vice President in Charge of Marketing. 
Markley, formerly manager of the com- 
pany’s Industrial Products Department 
will serve as assistant to Eckert in all sales 
activities. 
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Penn Electric Organizes 
New Canadian Company 


PENN CONTROLS, LTD., Toronto, Canada, 
has been formed by Penn Electric Switch 
Co., Goshen, Ind., to manufacture and 
sell the Penn line of automatic controls 
for heating, airconditioning and refrig. 
eration equipment, pumps, compressors 
and engines. 


Arthur H. Hills, well-known Canadian 
engineer and sales executive, has been 
named manager of the operation. He has 
been connected with Sarco (Canada) 
Ltd., for the last eleven years. 
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Now available for imme- 
diate deliveries at reduced 
“quantity production” 
prices. 


The new improved Model 
C Mel Gauge has been 
“priced to sell’; is easy to 

tall or adjust to accu- 
rate tank content readings 


or directional dial facing. 
When ordering Mel 
Gauge please be sure 
to specify the capac 
ity of tank and size 
of threaded gauge 








® New corrosion pro- 
tected all metal rotat- 
ing float. 
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One-Pipe Steam 
(Continued from page 64) 


works as it should. Set it for no higher 
maximum pressure than is needed to heat 
every radiator properly. Two pounds 
pressure is suitable for many domestic 
systems. Check the differential adjust- 
ment of the room thermostat to make sure 
that where, for example, 20-minute “‘on” 
periods are needed for best results, the 
burner is not usually running five or 50 
minutes at a time. Make certain that no 
other service man can give your custom- 
ers much better heat merely by making 
good use of the differential adjustment in 
the room thermostat. 

In many cities, there is need for better 
attention to steam plants than has been 
given these systems to date by typical 
servicemen. Right now, the best results 
are being obtained by specialists at oil- 
fired steam heating. These men know 
what it is to try out a complete set of new 
vent valves in an ailing system, to handle 
water testing and sampling equipment, to 
try out different gph rates and carefully 
gauge the results, and to set up room tem- 
perature recorders and oilburner “on-off” 





recorders on problem jobs. Without try- 
ing to become a professor of steam heat- 
ing overnight, however, the typical ser- 


viceman who frequently encounters steam - 


boilers can be of much greater service to 
his customers and his employer if he will 
determine to show by his daily work that 
he understands steam plants and does not 
pass up one opportunity to render good 
service for them as well as for the burn- 
ers which fire them. 
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Warm Air Course Resumes 


AFTER BEING CANCELLED a year ago due 
to school and convention restrictions, the 
Annual Forced Warm Air Conference 
will be held for the fifteenth time this year 
at Michigan State College, East Lansing, 
Mich., March 18 to 21, inclusive. This is 
one of the best sources of quick and accu- 
rate information in the country on warm 
air design and installation. Recognized 
authorities in their particular fields in- 
struct classes for four days of intensive 
study covering every phase of warm air 
heating, both forced and gravity, from 








house construction to the sizing and loca- 
tion of registers and grilles. 


The fee for the entire course is $10. 
Sleeping accommodations at about $2 a 
night can be arranged through either the 
Hotel Olds, Hotel Roosevelt, or Hotel 
Porter in Lansing. Registration is by mail 
in advance of the opening of the course 
to Professor L. G. Miller, Michigan State 
College, Room 111, Olds Hall, East 
Lansing, Mich. 
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Capt. A. E. Stacey, Jr., Essex Falls, N. 
J., received the F. Paul Anderson Gold 
Medal for distinguished scientific achieve- 
ment at the annual meeting in New York 
of ASH&VE. Before entering the Navy, 
Capt. Stacey was vice president of Buen- 
sod-Stacey Air Conditioning Co., N. Y., 
and prior to that time had been Chief En- 
gineer of the Carrier Corp. 


Clarence A. Rundall has joined the 
Sales Department of Airtemp Division, 
Chrysler Corp., as Assistant Director of 
Heating Sales. Mr. Rundall will make his 
headquarters in Dayton, Ohio. 
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is the Combination 
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So You Will Say "YES" 


In spite of the rush of 
producing pumps for re- 
building industry on a 




















WATER HEATERS 


Write For Details. 


28-42 OGDEN STREET 





YOUR NAMEPLATE 


FUEL OIL PREHEATERS 


INSTANTANEOUS HEATERS 
HEAT EXCHANGERS 


MANNING AND LEWIS 


NEWARK 4, N. J. 
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peace-time basis, Viking 


still knows how to say “No” when it comes to man- 
ufacturing rotary pumps. 

All parts undergo rigid inspection to insure that 
pre-war standards of quality are maintained. There 
is no sacrifice of quality. When Viking says ‘‘No” 
to parts coming through the line it’s you they are 
thinking of and it’s you who will continue to say 
“Yes.” Viking is a pump that places quality above 
everything else. 


Write for free Bulletin Series 1506 today. It 


will give you the latest information on Viking 
rotary pumps. 


2 VIKING PUMP COMPANY 


CEDAR FALLS, IOWA 
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DeLuxe 


Model 2A-300 
Steel Handle ... 
no tools required for 
speedy replacement of 

cartridge. 





. . Eliminates much of unprofitalle 7 


Economy 


Model 1A-25 
Single bolt construc- 
provides 
quick cartridge re- 

placement. 


for average burner not using heavier 
than #3 oil—especially suitable for 
vaporizing or pot type . . . ample size 
for full season—the rate and dirt capaci. 
ties compare favorably with many filters 
of much larger size. GENERALS may be 


Dealers in increasing numbers tell us that 
GENERAL FILTERS installed on new and 
old burners eliminate much of unprofit- 
able service. DELUXE Model 2A-300 with 
extra large cartridge holds from two to 
. four times more solids, waxes, gums, 
moisture and microscopic particles than installed anywhere in the oil line but 
most oil filters. It is designed especially preferably at the burner. | 
©} for dirty tank installations and when | 
+] superfine filtration and long cartridge life Send for literature and name of jobber | 


are desired . . . ECONOMY Model 1A-25 in your territory. 
INC. 


DETROIT 27, MICHIGAN | 





Plan Now to Sell 
(Continued from page 47) 


Why are today’s markets fluid? Cer- 
tainly the upheaval and turmoil of war 
are primarily responsible for the present 
situation. War itself does breed confu- 
sion and chaos. But—that 4!/4y year gap 
in the production of familiar products and 
appliances would exact a toll in its own 
right. In just about sixty seconds I can 
cite a perfect example. 


Imagine a group of you looking out a 
main street window five years ago. As the 
cars went by, you would single them out 
by name. “There’s a new Buick!” or “See 
that new Nash!” or “Isn’t that new Pack- 
ard a honey!” 


Yes, but that was five years ago. Today 
—look out the same window at the flow 
of traffic. You don’t find yourself calling 
them by name. They’re all just automo- 
biles. 

Name consciousness, brand preference 
must be revived. That means selling. 
More than that, gentlemen, it means sell- 
ing . . . according to plan. Why delude 
ourselves by thinking that our product, 


GENERAL FILTERS, 
about cleaning rugs, about easily cleaned 


our service, our commodity has a per- 
manent option on the fickle affections of clothes. Yet . . . such conversations, such 
informal conversations, led to an amar 


the public. Don’t get me wrong! Brand 
preference will come back! But manufac- ingly high percentage of pre-war sales in 
all fields. 


turing a quality product is only part of 
As planners, we know that we must 


the job. Brand preference must be sold 
discard our outmoded 1939 thinking. We 


back, too. 
have no choice if our plans are to fit the 


Up to now we have stressed our side 
of the picture pretty heavily. We have times. But the average American buyer 
is held fast in the world of 1939-40-41 as 


seen how our 1939 outlook has been dis- 

turbed—perhaps I should say upset—by far as his standard of values is concerned. 

events of the past 4/2 years. What about He, too, has no choice. As planners we 

the public? What about that mass mind cannot afford to overlook this situation. 
True—industry needs good selling. But 


which we are going to influence? Isn’t the 
mass mind a bit disturbed and upset, too? _good selling demands good buyers. That’s 
why the “passionate purchaser” is so de- 


How critical a buyer can the average 
American be when shopping for a new’ moralizing. He has absolutely no sense of 
values and is merely bent on spending. 


oilburner, refrigerator, radio, vacuum 
If—as we plainly see—the average 


cleaner, electric iron, washer, etc., to re- 
place a similar product that is ten, twelve, American buyer has temporarily lost his 
sense of values, how can we best lead him 


or fifteen years old? For 4/7 years, now, 
to appreciate the worthwhile products of 


that average American or his neighbor 
has been unable to buy a new oilburner, 1946? You could win every presidential 
election from here ‘til doom’s day with 


refrigerator, radio, vacuum cleaner, elec- 
tric iron, washer, etc. There have been _ the votes of all the Americans who know 
what television is. But how many of those 


no over-the-fence discussions about com- 
parative heating bills, about distant sta’ very same Americans would know howto 
tions tuned in, about plenty of ice cubes, buy a television set? 








Write for 
literature and 
trade price 


PREFERRED UTILITIES mre. corp. 


x 24” to 5’ x 12’, 


1860 Broadway, New York 23, N. Y. Boston Office: 839 Beacon St. 
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The Original. Still the Best. Hundreds 
of Thousands in Use. @ Holds the draft con- 
stant in the fire box. © Scientific draft control 
for the smallest to the largest jobs, © Stove, 
domestic, and commercial sizes from 4” to 
24” in diameter. © Industrial sizes from 24” 


FUEL OIL TANKS 


UNDERWRITERS APPROVAL 
ALL SIZES e FOR ALL PURPOSES 


PRE-CAST COMBUSTION CHAMBERS 


Precision made from “B & W” Refractory Mix 


Amerform FILL-AND-VENT BOXES 


IMMEDIATE DELIVERY © LARGE CAPACITY ® DISCOUNTS ON REQUEST 
Manufacturers 


COMMONWEALTH PRODUCTS CO. f20iicn: 
Main Offices, REAL ESTATE TRUST BLDG., PHILA. 7, PA. 
Phone: PENnypacker 7549 seco 
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@ LOWER PUMPING COSTS 
@ SUSTAINED PUMPING CAPACITY 
@ PUMP DEPENDABILITY 


Write for Bulletin 102 PUMPS FOR THE PETROLEUM 
INDUSTRY which explains why the 
(swinging vane principle) maintains pumping capacity by 
automatically compensating for wear and how the buckets, 
when finally worn out, are easily replaced and the pump re- 


stored to its normal capacity. 


“Bucket 









Design” 


B LAG A M E i P U iA . CO., 2170 Century Ave., Grand Rapids 9, Michigan 
SERVING THE PETROLEUM INDUSTRY FOR OVER 40 YEARS 





If we ask ourselves some of these ques- 
tions as we prepare our plan, we'll be- 
come better acquainted with the state of 
the mass mind—our target for today and 
tomorrow. 

During the war years, sales executives 
consoled themselves with almost continu- 
ous conversations with their research en- 
gineers. As a result many of us are as 
familiar with new features, new products, 
and sensational innovations as if he had 
actually been building them. Now— 
while the research engineers were keeping 
up our morale, the public—the mass mind 
—was getting its glimpse of the world of 
tomorrow through the advertising pages 
of the nation’s magazines. With that pic- 
ture in mind, Mr. Planner, here is a ques- 
tion: “Is what you are going to produce 
and sell in 1946 what your average pros- 
pect is expecting to buy from you or 
someone else in your field?” In other 
words: “What has the mass mind been 
led to expect from you—whether in oil- 
heating, radios, refrigerators, washers, 
automobiles, or what have you?” Again, 
I'd like to remind you that today’s mar- 
ket is a fluid market. 


For instance, millions of Americans 
want to see the new automobiles. But how 
many millions want to buy them? Let’s 
not mistake curiosity for interest. If 
curiosity led to sales, one of the fastest- 
selling products in the United States 
would be the steam shovel. I think you've 
noticed. 

Incidentally, that estimated 75,000 
civilian passenger cars produced in 1945, 
figures out only 2.2 cars to each U. S. 
dealer. And this average does not hold 
true, literally, since some manufacturers 
have not turned out any cars for their 
dealers. 

In spite of the fact that annihilation 
and destruction are the ultimate objec- 
tives of military planning, we can profit 
from the techniques of military planning. 
I refer, specifically, to the use of both 
strategy and tactics as components of the 
overall plan. Such a breakdown keeps the 
overall plan from becoming cumbersome 
or unwieldly in operation. 

For the moment, let’s see how the dic- 
tionary defines strategy and tactics. First, 
we'll turn to strategy: “Strategy is the 
science of military position and of the 


combination and employment of means 
on a broad scale for gaining advantage in 
war; generalship.” Next, we turn to tac- 
tics: “Tactics: the science and art of 
military and naval evolutions; specifical- 
ly, the art of handling troops in the pres- 
ence of the enemy.” 

In our planning then, strategy becomes 
the plan—the blueprint behind the battle 
of managements, the battle for industry 
position. Strategy is the charted course 
followed in man-to-man selling. The re- 
tail salesman, you know, is the foot soldier 
of our economy. Maybe you'll find it 
easier to remember “strategy” and “tac- 
tics” in this fashion: Strategy has to do 
with the action of management; tactics 
with the action of manpower. Both are 
vital to your overall success. 

My advice to the planner would be 
summed up along these lines: 

1. Know the mass mind. Then convert 
that mass mind into markets. 

2. Know your industry. 

3. Know your product—that shining 
new one, of course. But don’t forget the 
one the public knows. 

4. Know your competition — both 











inquiries Invited. 


505 COURT STREET 





HAYWARD OIL BURNERS 


ROTARY and PRESSURE 
ATOMIZING TYPES 


Dealer and Distributor 


HAYWARD MFG. CO., INC. 
BROOKLYN 31, N. Y. 





Asphalt Paint 
Aluminum Powder 
Bronzing Liquid 
Boiler Treatment 
Boiler Stop-Leak 
Boiler Solder 
Boiler Putty 
Cutting Oil 


Furnace Cement 
Lime Solvent 
Parts Cleaner 
Oil-Line Cement 


Retort Cement 

High Temp. Casting 
Cement 

Soot Destroyer 

Special Products 





Fuel-Oil Tank Cleaner 


Pipe Joint Compound 


CHEMICALS OF QUALITY 


At Production Prices! 
DIRECT FROM MANUFACTURER 


either under the established "'Chem- 
Alpha'' trade-mark or your own 
labels, printed specially for you at 
no extra cost. Any quantity—large 
or small. 





OUR NEW CATALOGUE & PRICE SHEET 
AVAILABLE ON REQUEST. 


CHEM-ALPHA, INC. 


MARLBORO, N. J. 
New York Office: 
545 - 5th AVE., NEW YORK 17, N. Y. 





ATTRACTIVE PROPOSITION AVAILABLE 
TO MANUFACTURERS’ 
TIVES, 


REPRESENTA- 
SALES AGENTS & JOBBERS. 
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HAGO NOZZLES 


Made of the best materials, by the best craftsmen, 
in the finest designs. Precision work our specialty. 


All immediate production is sold, but consider 
HAGO for your future orders. 


HAGO PRODUCTS 


592 Hawthorne Ave., Newark 8, N. J. 

















kinds. The pre-war variety known to you 
and your prospects, alike, from experi- 
ence. Recognize postwar competition— 
the new products, the new names, that 
will gain a foothold because of consumer 
faith in their claims. Learn the reasons 
behind this faith in newcomers whose 
<oots are no deeper than the war years. 

5. Break down your plan into its two 
workable phases—strategy and tactics. 

6. Believe in what you know—doubt 
what you think you know. 

7. Recognize the existence of a lag of 
at least 4/2 years in public knowledge of 
your product. The mass mind understands 
only what it sees and knows. 

8. Beware the “passionate purchaser!” 

I sincerely hope these eight points will 
help you in your planning conferences. If, 
however, in the midst of all your head- 
aches—there are many and there will be 
more—you feel in need of an overpower- 
ing incentive to keep going, think of this. 

Look upon those billions and billions 
of accumulated dollars as you do upon 
atomic energy. Released in a wild orgy 
of reckless spending, those dollars could 


be an atomic bomb to an American econ- 
omy. Inflation is the economic atomic 
bomb that could wreck us—relegate such 
inspiring phrases as “free enterprise” and 
“the American standard of living” to the 
world of the dead and forgotten. But— 
if we plan—and plan well, those poten- 
tially dangerous dollars can become a 
source of controlled atomic energy to 
power a happy, healthy, prosperous na- 
tion. In the economic world, mass pro- 
duction and selling—according to plan— 
come as close to atomic energy as any 
force I know. 

America needs your plans, gentlemen. 
America must have your plans, because 
without your plans you'll never sell, and 
bluntly stated the choice is this: “Sell— 


or Go Bust!” 
© 
Manufacturers See Future 
Apartments Airconditioned 


AIRCONDITIONING can be included in post- 
war apartment building developments at 
a cost to the tenant of approximately 
$1.27 a month per room, it has been re- 


ported to the Refrigeration Equipment 
Manufacturers Association. 

The estimate is based on a study mace 
by engineers and architects of modern air 
conditioning equipment and the methods 
by which such equipment can best be util: 
ized in new apartment buildings. 


Cost Estimates 


Detailed results of the study, accord 
ing to the report, indicate that a modern 
apartment in a temperate climate can be 
air conditioned during the warm season 
at a total cost of about $15.30 a room, or 
$1.27 a month over a year. 

The cost includes a complete return on 
the initial investment in air conditioning 
equipment in 20 years, taxes, administra’ 
tion, electrical energy, condenser water, 
operating labor, repairs and 6 per cent 
interest on the unreturned investment. 

The above figures, REMA officials said, 
indicate that air conditioning is not a 
luxury beyond the reach of the person 
with an average income, but rather a basic 
comfort which can be provided at small 
additional cost to apartment dwellers. 





WAR ON FUEL OIL WASTE 


Simply spray E-Z, and the soot in fire 
chamber and flues vanishes instantly. 
Increasés efficiency of oil. One trial will 


“BAST” TO USE... 


convince you. 
ECONOMICAL TOO! 

Makes satisfied customers. 
DISTRIBUTORS: Write for fine proposition. 








DESTROYER 





HEALY-RUFF COMPANY, 797 Hampden Ave., St. 


Enclosed find check ( ) money order ( ) Send the following prepaid: 


No. 1 pkg....... $1.00 Name 
Address 
3 es 4.50 City 
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Paul, Minn. 














OlL BURNING 
WATER HEATERS 


Bock unna 


INTERMITTENT OPERATION 
ELECTRIC IGNITION 


WITH BOTH VAPORIZING AND 
PRESSURE TYPE BURNERS 
batlalle tn Six Sizeh 
—WRITE OR WIRE TODAY FOR 
COMPLETE INFORMATION 


Lol Meo) I to) Fale). 


MADISON WISCONSIN 
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SOLVE YOUR VENTING PROBLEMS _ 
GORTON Equalizing Valves for j 


Radiators and Gorton Air Eliminators For Mains 














Gorton Valves are the quickest venting valves made with various 
sizes of air outlets properly designed for automatic heating. 


SEND FOR LITERATURE AND 
PRICES 


Since 1887 


GORTON HEATING CORP., Cranford, New Jersey _Menstacturers of 














DEGREE DAY TABLES 


ment 





ONE MONTH ONLY SEASON TO DATE 


mace November Percent (Sept. 1 toNov.30) Percent A G00D GAUGE COMPLET ES 








rnair |} Normal 1944 1945 Change* Normal 1944 1945 Change* A 
thos} 1139 1277 1354 +18.9 Albany 2421 2702 2726 +412.6 G00 INSTALLATION 
uti | 640. 741 827 +29,2 Atlanta 1175 1297 1316 +412.0 - 
852 936 980 +15.0 Baltimore 1647 1724 1669 + 1.3 
1000 1062 1133 +413.3 Boston 2087 2172 2156 + 3:3 
1102 1228 1277 +415.9 Buffalo 2384 2509 2599 + 9.0 
cond © 1108 1336 1331 +420.1 Chicago 2235 2456 2643 +418.3 
den # «2953°«21110 «2113120 4-18.7 Cincinnati 1892 2053 2024 + 7.0 
nbe | 1040 1223 1233 +18.6 Cleveland 2174 2351 2371 4:9. 
amnd 4+%571 «+648 «#668 -+17.0 Dallas 944 937 967 + 2.4 | 
mor} 1012 1001 1006 — 0.6 Denver 2272. 2082 2303 «+ 14 [omnes 
1200 1344 1454 421.2 Des Moines 2424 2396 2758 +13.8 ann 
ron} 1120 1250 1250 -+11.6 Detroit 2369 2405 2491 + 5.1 
ning { 1129 1219 1229 + 89 Grand Rapids 2456 2430 2582 + 5.1 
istry | 1052 1186 1270 +-20.7 Hartford 2217 2444 2457 +4108 





vater 1245 1526 1352 + 8.6 Helena 3074 3326 3216 + 4.6 


cent 331 6380 696396 )=—- 4-19.6 Houston 520 535 504 $— 3.1 
nt. 1026 1178 1205 +417.4 Indianapolis 2053 2129 2349 +14.4 


said, 986 1142 1216 +23.3 Kansas City 1877 1866 2097 +11.7 





10t a 225 164 246 + 9.3 Los Angeles 383 «3850s 4413 + 72.8 
ern f 875 1023 1031 +17.8 Louisville 1677 1805° 1794 + 7.0 ee... lank Gasged DEPENDABLE” 

basic 1198 1403 1379 415.1 Milwaukee 2515 2658 2885 +14.7 

small f 1415 1417 1602 +13.2 Minneapolis 3005 2795 3332 +109 

‘S. 305. 347) 428) = ++-40.3 New Orleans 475 485) «538 =—-+-13.3 

| 934 1010 1057 413.2 New York 1859 1899 1896 + 2.0 

1163. 1289 1416 +21.8 Omaha 2310 2347 2602 +12.6 

877 1013 1090 +24.3 Philadelphia 1697 1828 2074 +22.2 

979 1161 1189 421.5 Pittsburgh 2028 2298 2285 +11.2 

1172 1277 1388 + 99 Portland, Me. 2602 2817 2918 -+412.1 

729 760 780 + 7.0 Portland, Ore. 1676 1520 1582 — 5.6 

1015. 1048 1216 +419.8 Providence 2157 2083 2280 + 5.7 

917 1142 1159 426.4 St. Louis 1729 1904 2075 +20.0 


1040 1057 1091 + 49 SaltLakeCity 2224 2133 2383 + 7.1 
426 424 441 + 3.5 San Francisco 930 1062 1032 +411.0 
1373, 1420 1495 + 89 Sault Ste.Marie 3233 3272 3494 + 8.1 
708 714 «739 «+t 4.4 Seattle 1812 1553 1905 + 5.1 ‘L/QUIDS WORTH STORING ARE WORTH MEASURING” 
1090 1315 1306 +19.8 Toledo 2278 2557 2558 +12.3 


870 947 9 3 3 
89 +13.7 Washington LIRR SPER, PASO Toop ae THe LIQUIDOMETER coze 








36-I9SKILLMAN AVE., LONG ISLAND CITY, N.Y 








*Compared with normal. 


fue/oil 








Advertisers’ Index 


Airtemp Division of Chrysler Mack Procks; “Ine? ooo. ss 
Corporation Maid-O-Mist, Inc. 
Aldrich Company 1 Mannin 
Allen Mfg. Co., 
American Radiator & Standard 
Sanitary Corporation 
American Telephone & 
Telegraph Co. Michigan Tank & Furnace 
Anchor Post Fence Co. Corporation 
Inside Back Cover Miller Company, The 
Applied Mechanics Company ... 13 Minneapolis-Honeywell 
Auantic Refining Company, The . 68 Reger GO. os. cee Back Cover 
Autocar Co., 19 Monarch Mfg. Works, Inc. .... 


th Pore Box gy 


FUELOIL & OIL HEAT CLASSIFIED ADVERTISING 
{Insertions are payable in advance. The rate is 75 cents per) 
lline, with a minimum charge of $4.50 for six lines or less. § 





(No agency commission. No discounts.) 


rer O\—<OIL BURNER 
fe A Sg Map 


Save Fuel—Save Money. Barclay has complete stock fuel-saving 
devices—furnace regulator sets, temperature controls, draft regula- 
tors, insulating materials, filters, oilburner pumps. Write for our 
catalog of all installation accessories and replacement parts for oil- 
burners and stokers. Robert Barclay, Inc., 130 N. Peoria St., 


Chicago, Ill. 
FUEL OIL PRICE CHART complete with celluloid holder. Made ere te ee 


for use by drivers or office personnel. Stop figuring over and over Corp. _(‘‘Toridheet’”’) 
and over again. When ordering advise us retail fuel oil price in your Cae Sullivan Engineering 
Hy ompan 

town. Chart shows from 1 to 999 gallons and the amount in dollars Canton bled Ciptieds “a5 
and cents you should charge your customer. Price $1.00. Degree Day Combustion Utilities Corp. .... 101 
Systems, 5104—39th Ave., Woodside, N. Y. Commercial Filters Corporation.. 88 
Commonwealth Products Co. ... 112 Rayfield Co., C. L. .......... 
Refractory & Insulation Corp. .. 
Reif-Rexoil, Inc. 

Rempe Company 

Research Products Corp. ...... 
Reynolds Electric Company .... 


Neptune Meter Company 
Newark Controls 
Nu-Way Corporation, The ... 


Bacharach Industrial Instrument 


we ge Pump Co. 
ee tte Oe yoke ane ing Co., 
i ¥ 4 hN. eh A. : 
ii ae i cae Ralph Front Cover Owens-Corning. Fiberglas 
5 


Burnham Boiler Corporation ... Corporation 


Paragon Oil Burner Corp. .... 
Penn Electric Switch Co. 
Perfex Corporation 
Petroleum Heat and 

Power Company 
Petroleum Solvents Corp. ...... 
Philadelphia Valve Company .. 
Preferred Utilities Mfg. Corp. .. 


Century Engineering Corp. 


WANTED: An Executive Type Sales Manager to take charge of 
New England distribution of nationally known Oil Burner Agency 
and Domestic and Commercial Fuel Oil Sales. Chicago or New York 


Delavan Engineering Co. ...... 
Detroit Lubricator Company ... 
Dielectric Products Co., Inc. .... 


experience preferred. Permanent, good paying position for the right 
man. Write qualifications and references to P. O. Box 86, Charles- 
town 29, Mass. 


FOR SALE: Small quantities or in job lots 4 in. double poppet 
foot valves with screen, $2.00 ea., Y in. by 2 in. double tapped 
brass bushings, 50¢ ea., and 4 in. by 8 in. bolts and nuts. Mechani- 
cal Devices Co., Inc., 141 Oakland Street, Trenton, New Jersey. 
Trenton 8208. 


WANTED: High class installation and service manager for com- 
plete heating systems, oil burners and air conditioning. If you have 
the ability communicate with us at once. Mechanical Devices Co., 
Inc., 141 Oakland Street, Trenton, New Jersey. Trenton 8208. 


ADVANTAGEOUS and unusual opportunity is available to a 
company that is in a position to manufacture and market heating 
equipment in the U. S. A. All claims tested in the field. All guess: 
work eliminated. All details ready for production. Patents pending. 
Replies confidential. Address Box 549 FugLomw & Oi Heat, 232 
Madison Ave., New York 16, N. Y. 


WOUNDED VETERAN, married, one child, free to travel. Over 
10 years of practical oil burner service work. Seeks position as manu- 
facturer’s field service man or service manager. Can handle men. 
Interested in future possibilities of job. Address Box 545, c/o 
FueLow & Oi Heat, 232 Madison Ave., New York 16, N. Y. 


ENGINEER WANTED for fuel oil and oil burner experimental 
laboratory of major oil company in Metropolitan New York. Field 
experience desirable. State full details of education, experience record 
and salary desired. Enclose inexpensive photo. Box 546, c/o FUELOIL 
&@ Om Heat, 232 Madison Ave., New York 16, N. Y. 


SALES REPRESENTATIVE: 15 years field experience New Eng- 
land and Mew York with wide dealer acquaintance open for position 
as District Representative. Thorough knowledge of market condi- 
tions. Excellent recommendations. Write Box 547, c/o FUELOIL & 
Ot HEAT, 232 Madison Avenue, New York 16, N. Y. 


SERVICE—DELIVERY—INSTALLATION—MANAGER. Ex- 
perience: Complete charge 3 million gal. annual delivery; Super- 
vision and training of servicemen; Full knowledge of oil, gas, stoker 





Dole Valve Company, The .... 


Dongan Electric Mfg. Co. 


Eddington Metal Specialty Co. .. 


Evans Products Company 


Field Control Division 


99 
Fitzgibbons Boiler Company, Inc. ge 


Ford Motor Company 


Gar Wood Industries Inc. 


Gasoline & Oil Equipment Co. .. 


General Controls 
General Electric Company 


General Filters, Inc. .:........ 
General Fittings Co. .......... 
Goodall Rubber Company, Inc. . . 
Gorton Heating Corp. ........ 


Guardian Utilities Co. 


Hago Products 

Harvey, Inc., Sid 
Harvey-Whipple, Inc. 
Hayward Mfg. Co., Inc.. 
Healy-Ruff Company 
Heil Co., The 

Henry Furnace Co., 


Herco Oil Burner Corporation . . 


Jefferson Electric Company .... 


Klemm Automotive Products 
Company 

Kraiss! Company, The 

Kresky Manufacturing Co. 


Liquidometer Corp.. The 
Little Burner Co., H. C. 
Lovejoy Flexible Coupling Co. .. 


Rheem Manufacturing Company . 
Rochester Manufacturing Co., Inc. 103 


Scully Signal Company 
Silent Glow Oil Burner 

Corporation, The 
Skuttle Mfg: Co. ois. «clam 109 
Socony-Vacuum Oil Co., 
Sprung-Cott Machinery Co. .... 1 
Stainless & Steel Products Co. .. 
ge? ee, 10 
Sundstrand Machine Tool Co., 

Pump Division 


Teesdale Manufacturing Co. .... 
Thrush & Company, H. A. .. 
Timken-Silent Automatic Division 20 
Torrington Manufacturing 

Company, The , 
Triplex Heating Specialty Co. .. 
Tuthill Pump Company 


Ultra Metal Utilities Corp. 


Viking Air Conditioning Corp. .. 
Viking Pump Company 
Vinod: Co:, dne..' ERGs... cen 


Watts Regulator Company . 
Wayne Home Equipment Co. .. 
Webster Electric Company .... 
White-Rodgers Electric Co. 
Williams Oil-O-Matic Div. 


“X"’ Laboratories, Toc... .... 5m 


York-Heat Division 





automatic heating installations. Ambitious young man seeks grow 
ing organization. Reply to Box 548, c/o FuELom & Om Heat, 232 
Madison Avenue, New York 16, N. Y. 


WANTED: PUMP REPAIR MAN; must be completely familiar 
with methods used in repairing all makes of oil pumps, valves, con 
stant levels. Good future for right man as we are expanding our 
pump department. Apply by letter stating qualifications and expetl’ 
ence; salary desired. Atlantic Burner Supply Co., 100-05 Atlantic 
Avenue, Richmond Hill, New York. 





IGNITION ELECTRODES IN QUANTITY—TO MEET THE INDUSTRY'S EXACTING NEEDS 


lemme: < DIELECTRIC PRODUCTS CO., INC. 


125 VIRGINIA AVENUE, JERSEY CITY 5, NEW JERSEY 
OIL BURNER IGNITION ELECTRODES, INSULATORS, CABLES, BUS BARS AND ASSEMBLIES 





